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PREPARING FOR 
CLASSIFICATION 


National Board of Fire Underwriters 
Roughly Outlines Plan for 
Handling Data 


PUNCH SYSTEM TO BE EMPLOYED 


Little Doubt That Companies Generally 
Will Voluntarily Adopt 
Idea 


Assuming, as now seems highly 
probable, that the National Board of Fire 
Underwriters at the special meeting 
to be held in this city on the 29th 
inst., adopts the plan of uniformity in 
the classification of fire insurance risks 
throughout the country, as recommend- 
ed by the Actuarial Committee of the 
Executive Committee of the organiza- 
tion, a method for handling the data 
has roughly been prepared by the Na- 
tional Board authorities. 

It is proposed to supply all companies 
with uniformly ,;rinted cards, upon 
which the classification of each policy 
issued will be machine punched, the 
cards being promptly sent the National 
Board for tabulation. Under the im- 
mediate supervision of an expert the 
data received will be. properly arranged, 
and at stated periods the general re- 
sults sent the companies for their 
guidance. 

Losses too will be classified in such 
form as to prove of the highest value 
in rate-making. The adoption of the 
general plan will insure uniformity in 
furnishing loss statistics to such States 
as now call for them. 

While it may appear to involve con- 
siderable labor the furnishing of the 
classification data will not be formid- 
able once the plan be generally under- 
stood, while the benefits to be derived 
from its use are sc numerous and so 
obvious that the wonder of it is some 
such method were not employed years 
ago. 

The insurance ccmmissioners at their 
recent annual convention gave their 
hearty support to the movement, and 
urged its general acceptance by the 
fire insurance companies. 





NON-ASSOCIATION RATES 


Tariffs Are Filed With the New York 
Insurance Department—How 
Rates Run 


Following the example of the asso- 
ciation companies the great majority of 
offices not affiliated with the Under- 
writers’ Association of New York State 
have now filed with the New York In- 
surance Department their minimum an- 
nual and term rates for dwellings, 
barns, summer residences and apart- 
ment houses. 

The tariff for dwellings and barns in 

(Continued on page 23.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


What is FIRE INSURANCE from the Property Owner’s 
Standpoint? 


Ample CASH CAPITAL ($6,000,000). 


SURPLUS as regards Policy-holders (§17,873,019), large in proportion 
to liabilities ($15,266,896). 


ASSETS ($33,139,915) of the highest grade, so invested as to be uniform- 
ly secure throughout the country and immediately available in 
case of conflagrations. 


LIABILITY in large cities conservatively distributed and well within 
(not beyond) the resources of the Company. (Special conflagra- 
tion reserve, $1,800,000). 


A REPUTATION, the steady growth of 60 years of consistent fair 
dealing with large and small insurers alike. 

















Entered United States 


North British a 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 
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Fidelity and Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 133 WILLIAM STREET, NEW YORK 


«Company is 








$3.00 a Year; 15c. per Copy 


AMERICAN LIFE 
CONVENTION BEGINS 


Sessions Well Attended and Encourag- 
ing Interest Displayed by 
Those Present 


PAPERS SHOW CAREFUL STUDY 


Subjects Handled With Intelligent 
Foresight of Insurance Problems 
Involved 


(From a Staff Correspondent.) 

Dallas, Tex., Oct. 7—That the com- 
panies in the American Life Conven- 
tion are virile institutions, supplying 
life insurance protection of the most 
substantial character, was demonstrated 
ed at the Convention, which opened a 
three days’ session here to-day. 

There evident everywhere a 
spirit of enthusiasm which increased 
as the sessions continued. No one dis- 
putes that the federation of the newer 
and younger companies of the West 
and South has a great future before it. 

Co-operation 

The companies need the support of 
one another and this one feature means 
more to the individual success of 
each than can be measured in dollars 
and cents. 

Talks of the kind delivered at the 
sessions cannot fail to make an im- 
pression on the future development of 
the companies. 

No officer could go away from the 
meeting without acknowledging that 
the interchange of views had been 
beneficial. 

Best of all, the numerous addresses 
were practical, enlightening and 
timely. They reflected the experiences 
o: men of affairs who had devoted their 
best efforts to upbuilding their compa- 
nies. There was a straight forward 
ring to them which showed a thorough 
appreciation of the problems which 
must be faced and courage to meet the 
issues without flinching. 

Anyone who reads these papers 
which are printed in part elsewhere 
in this issue will do so with profit. 

The attendance was particularly en- 
couraging to the officers who had 
spared no pains to make the Dallas 
meeting one memorable in the annals 
of the association. 


was 


PIONEER LIFE ANNOUNCEMENT 

The Pioneer Life of Kansas City, 
Mo., reports that the Company is in 
excellent condition and that its securti- 
ties are now yielding an average of 
5.81 per cent. per annum. A report 
by the Missouri Insurance Depart- 
ment will shortly be issued. The 
preparing a new line of 
policies. Official changes of import- 
ance are expected to be announced 
shortly. 





APPLICATIONS TO GREET TALBOT 

The agents of the Fidelity Mutual 
Life are attempting to give President 
Walter Le Mar Talbot a suitable wel- 
come on his return home about October 
15. Each member is asked to send in 
at least one application to decorate the 
president’s desk when he enters it the 
first time after his return. 
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future profit and savings. 


of the wealthy counties in Pennsylvania. 


I desire to correspond with New York City Life Agents, who would prefer a District Managership covering several 
Three Millions of old business in force. 
This is an opportunity where an Agent can make money and live on the first year’s business, leaving his renewals for 


Company over Sixty Years Old. 


A salary is paid for supervision of old business in addition to the regular New York State Contract with renewals, 
overriding first year commissions and renewals paid on sub agents appointed. 

Do not reply to this unless you can stand closest inspection and prove up a Paid Business of $100,000 in the last 
twelve months (term excluded). 


Address “PENNSYLVANIA,” 


Care of The Eastern Underwriter 


105 William Street, New York City 








BIG PRUDENTIAL GATHERING 


WASHINGTON SCENE OF MEETING 








Business Conference Brings out 430 
Company Representatives—Flags 





for Meritorious Work 
Life insurance producers number- 
ing 430 and re»resenting the entire 


superintendency and agency organizer 
corps of the central and eastern di- 
visions of The Prudential, were in 
three days’ attendance at a business 
conference held by The Prudential in 
Washington last week. At the same 
time the honor men of the same Com- 
pany in the western division partici- 
pated in a similar conference at San 
Francisco. The former affair was at 
the Raleigh Hotel and the latter at the 
Hotel St. Francis. 

Two special trains, from New York 
running over the Pennsylvania, carried 
the eastern and central delegates to 
the Capitol city last Thursday and re- 
turned the following Sunday. In be- 
tween sessions at Washington the dele- 
gates amused themselves as_ they 
wished, most of them taking advantage 
of the opportunity to visit Mt. Vernon, 
while others went to the White House 
and other points of interest. 

Business Sessions Begin 

The business of the conferences be- 
gan immediately efter the arrival of 
the special trains Thursday evening 
and ended with a banquet Saturday 
night at which eighty-four United 
States flags were distributed to those 
who had made meritorious records. 
The banquet itself was one of the most 
attractive affairs ot its kind ever given 
in Washington and was pointed to by 
the hotel men of that city as an evi- 
dence of what result could be obtained 
by painstaking consideration of small 


detail. The Marine Band furnished 
music for the banqneters and nine 
young men from the home office of 


The Prudential and members of The 
Prudential Athletic Association, gave 
an interesting cabaret performance be- 
tween courses. 

Assistant Secretaries Frederick A. C. 
Baker and W. R. Konow, who are in 
charge of the central and eastern 
groups, made all the arrangements for 
the conference and nothing was left 
undone by them to make the business 


pleas- 
was 


a success and the gathering a 

ant one. That they succeeded 

plainly evidenced on all sides. 
Present From Home Office 

Those who were present from the 
home office were Third Vice-president 
Edward Gray, Fourth Vice-President and 
@eneral Solicitor Edward D. Duffield, 
Secretary Willard I. Hamilton, Cashier 
Frederic A. Boyle, Mr. Baker and Mr. 
Konow, Supervisors Tasney, Birkett, 
Vliet, Elphinstore, Sandford and 
Thomas, Joseph Atkinson, editor of 
The Prudential Weekly Record, and 
several others. 

President Forrest F. Dryden had 
planned to attend the conference but 
at the last minute was obliged to send 
a letter of regret which was read to 
the delegates at the banquet. 

Supervisor Edwin A. Kulp was 1n 
charge of the San Francisco conference 
in the absence of Assistant Secretary 
George W. Munsick, who was called 
home on account of the illness of one 
of his sons, a student in Cornell. 





LIFE INSURANCE PROSPECTS 


Not all classes of business are af- 
fected by the depression due to the 
European War. On the contrary many 
occupations are having a rush of busi- 
ness such as they have not experienced 
in many years. These are the people 
who should be canvassed. With this 
idex the New York Life has issued a 
list of occupations which have not been 
affected by the war and therefore per- 
sons in them should prove to be good 
candidates for policies. 

MUST PAY FOR NEW BUSINESS 

The Illinois Life while it did not 
achieve its aim to have $75,000,000 in- 
surance in force on the paid-for basis 
on the occasion of its twenty-first anni- 


versary, did reach that total in the 
business outstanding. It now tells its 
agency force that the result was re- 


markable but the business must be paid 
for to complete the record. 





JOINS NEW ENGLAND MUTUAL 

Superintendent of Agents, Glover 8. 
Hastings, of the New England Mutual 
Life, announces the appointment of 
Phillip Hawley, of Torrington, Connec- 
ticut, to its agency force in the State 
of Connecticut. Mr. Hastings considers 
him a promising addition of the aggres- 
sive type. 





The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 








GREAT SOUTHERN 


Migmer, Life Insurance Company 


*AMARILD 


THE 
BIG 


he eign d HOUSTON, TEXAS 
J. 5. RICE, President J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 


INSURANCE IN FORCE 
(paid-for basis) 










GROSS ASSETS 


Dec. 31, 1910 1,057,016.02 5,382,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31, 1913 1,500,835.10 
June 30,1914 1,719,263.23 


23,650,512.00 
'28,321,038.00 


FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 











A COOD OPENING 


_An old, well established, progressive life insurance company, with 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 


lied 














ASSETS, JANUARY 1, 1914 
LIABILITIES 


The age, experience, 


The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 


$49,748,862 
43,230,677 


$ 6,518,185 


$20,289,565 
146,537,632 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to-date features. 
strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 
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FIDELITY DISABILITY FORM 


NEW CLAUSE JUST ISSUED 
Agreement Styled Distinct Advance in 
Such Provisions—Very Com- 


plete Coverage 


The new disability agreement of the 
Fidelity Mutual Life as agreed on by 
the Company and accepted at the 
Leaders Convention will be found to 
be one of the most complete of the 
kind on the market. The Company be- 
lieves that there is none which equals 
the form it has decided on which is 
reproduced below. 

It is pointed out by President Talbot 
in an announcement to the agency 
force that while age 60 is the outside 
limit with most companies, the Fidelity 
gives full disability protection to age 
63 and after that takes care of the dis- 
abled policyholder by advancing the 
money to pay his premium. 

Pays One-Eighth of Face 

The Fidelity provision is to pay an- 
nually one-eighth of the face amount 
during disability and until maturity. 
The provision is particularly liberal, as 
in some companies the waiver of pre- 
miums is usually the sole benefit, while 
a few companies provide for the pay- 
ment of small installments. 

President Talbot says that the Fi- 
delity first introduced the disability 
clause into life insurance in 1896. The 
disability agreement will not’ be 
issued by the Fidelity in connection 
with term policies or where the risk 
shows impairment of sight, hearing, 
doubtful history, etc., or occupation of 
extra hazard. 

Following is the new agreement: 

Disability Benefit Agreement 

“In consideration of the payment of 
an annual premium of $0.84, which is 
included in the premium stated in 
Policy No. ., issued by the Fidelity 
Mutual Life Insurance Company, on the 
errr , to which this agreement 
is attached and made a part, it is 
agreed as follows: 

“First—After the premium for one 
full year shall have been paid on said 
policy, and prior to default in payment 
of any subsequent premium, and before 
the’insured shall have attained the age 
of sixty-three years, upon receipt by the 
Company at its head office of due proof 
of total and presumably permanent 
blindness, or of the severance at or 
above the wrist of both entire hands, 
or of the severance at or above the 
ankle of both entire feet, or of the 
severance at or above the wrist or 
ankle respectively of one entire hand 
and one entire foot of the insured 
thereunder, or that the said insured 
has become so disabled by bodily in- 
jury or disease that he is, and pre- 
sumably will be, permanently and con- 
tinuously prevented thereby from en- 
gaging in any occupation whatever for 
remuneration or profit, the Company 
shall waive the payment of each pre- 


mium as it thereafter becomes due 
during the insured’s said disability. 
“In addition to waiving the payment 
of premiums as aforesaid, the Company, 
one year after the receipt of proof of 
such disability, shall pay to the in- 
sured one-eighth of the face amount of 
the policy, and a like amount annually 
thereafter during the continuance of 
such disability prior to the maturity of 
the policy, upon condition that the 
policy be returned to the Company for 
endorsement thereon of each payment. 
Any such payment or installment may 
be left with the Company to accumulate 
until the maturity of the policy at such 
rate of interest as the Company may 
declare on funds so held by it, but not 


less than 3 per cent. compounded an 
nually. 
“The insurance in force under said 


policy shall be reduced by the amount 
of each installment paid, and the loan 
and surrender values provided therein 
shall be reduced in proportion to the 
reduced amount of insurance. 

“When any installment becomes pay- 
able, if there shall be an indebtedness 
on the policy in excess of the cash 
surrender value of the reduced amount 
of insurance, the Company shall apply 
such part of the installment as may be 
necessary to reduce the indebtedness 
to the amount secured by such cash 
surrender value. Whenever the total 
amount of such installments, together 
with the amount of any remaining in- 
debtedness to the Company shall equal 
the original face amount of the policy 
plus any paid-up additions or unpaid 
dividends, then the Company’s liability 
under the policy shall thereby be fully 
satisfied and discharged without further 
action. 

“Second.—In the event of disability 
occurring after the insured shall have 
attained the age of sixty-three years, 
and under all the conditions aforesaid, 
the Company shall waive payment of 
each premium thereafter becoming due 
during such disability, and the face 
amount of the policy shall be reduced 
by the amount of each such premium 


waived, and the loan and _ surrender 
values provided therein shall be _ re- 
duced in proportion to the reduced 
amount of insurance. 

“Third.—The Company after accept- 
ing proofs of disability under this 


agreement may demand of the insured 
at any time thereafter, but not oftener 
than once a year, proof of the continu- 
ance of such disability. Upon failure 
to furnish such proofs, or if it appears 
that the insured has become able to 
engage in any occupation whatsoever 
for remuneration or profit, no further 
premiums shall be waived, and no fur- 
ther installment payments shall be 
made by the Company. If the amount 
of the insurance shall then have been 
reduced under any of the foregoing pro- 
visions, such reduced amount of insur- 
ance shall thereafter be the face amount 
of the policy; the premiums thereafter 
falling due and all benefits under the 
policy shall be reduced accordingly.” 


WILL OMIT INSURANCE TAX 


OTHER TAXES MAY BE CUT 
Senate Finance Committee Believed to 
be Committed to Life Insurance 


Exemption—Also Industrial 


Conditions are looking brighter as 
regards the further taxation of life 1n- 
surance through the medium of ine 
so-called war revenue bill. The Demo- 
cratic members of the Senate Finance 
committee has stricken from the House 
bill the tax imposed on life insurance 
policies at the rate of eight cents per 
hundred dollars on new business. 

This change it is figured will mean 
taking away about $800,000 in revenue 
from the special war tax bill. The 
elimination of the 40 per cent. tax on 
industrial life business which seems to 
be assured, would probably be wel- 
comed especially by the industrial 
policyholders. 

It is not yet certain what the final 
attitude of the committee will be on 
marine, fire and casualty business out 
there is a good chance that this tax 
will be stricken from the bill in the 
measure as prepared in its final form 
for the adoption in the Senate. 

Fight Not Yet Over 

The amendment to the war revenue 

tax bill affecting insurance are so nu- 


merous that it will be seen that a 
large sized scrap may develop when 
the revenue measure goes to confer- 


ence as it certainly must after the bill 
in its changed form passes the Senate 
in a few days’ time. 

Of course the proposed remission 
of the tax on all kinds of life insurance 
and also the streng possibility that 
the bill will pass the Senate without 
any tax on fire and casualty, is not the 
only change by any means from the 
form in which the measure passed the 
House. 

When the conference committee is 
appointed it will have to thresh out all 
the changes, but those affecting life 
insurance are so radical, in the Senate 


draft as compare? with the House bill, 
that it is likely that considerable dis- 
pute will arise, 

This means that both the life insur- 
ance companies as well as the other 
branches of the insurance business and 
the agents will have to do some of 
their work all over again as regards 
the conference cemmittees. In other 


words, the battle for remission of tax- 
ation on insurance is by no means over 
It has really only begun. 
Agents Have Been Busy 

The committee on taxation of the 
National Association of Life Underwrit- 
ers, headed by Edward A. Woods, of 
Pittsburgh, has been doing its werk 
none the less effectively in the present 


instance, than before. 
To call attention to the features ot 
this tax, Charles W. Scovel, of Pitts- 


burgh, chairman of the press committee 
of the National Association has pointed 
out in “Life Association News” just 
what the results will be. He said: 


-~- === = 


“If $100 is put into real estate, the 
tax will be 10 cents; bonds or stocks, 
5 cents; loan on promissory note, 2 
cents; loan on mortgage, 1 2-3 cents; 
savings bank, building and loan, tra- 
ternal insurance, nothing. 

“Tf $100 is put into life insurance 
at 8 cents per $100 of policy, the tax 


on $100 of premium (by average of 
all new premiums in 1913) will ove 
$2.72. 


“Worse yet, the tax thus levied fails 
heaviest on the low-premium policies; 
for example: On a 20-year endow- 
ment, age 35, tax on $100 of premium 
is $1.63; on ordinary life, age 35, tax 
on $100 of premium is $3.08. 

“It is also heaviest on the young 
ages; for example: Ordinary life, age 
50, tax on $100 of premium. is $1.77; 
ordinary life, age tax on $100 of 
premium is $4.10. 

“On industrial policies, at 10 cents 
a week (all ages), the rate of 4 cents 
makes the tax on $100 of premiums 
77 cents. 

Discrimination Manifest 

“The special policy tax above tabu- 
lated, absurdly discriminating against 
life insurance among all other transac- 
tions, and with its topsy-turvy burden 
falling heaviest on just and wrong poli- 
cies and ages—this is objected to, and 


25, 


strongly. The forty-eight States al- 
ready impose upon policyholders, in 
addition to all usual property taxes, 


over $13,000,000 of a special tax-penaity 
for carrying life insurance, a special 
tax that is utterly indefensible on any 
ground of public welfare. Other coun- 


tries favor and even subsidize life in- 
surance instead of taxing it. And now 
Uncle Sam is nudged by the House 


Committee to step in and increase that 
indefensible burden by $2,500,000, add- 
ing over sixteen per cent. to it.” 


ACCEPTANCE OF WOMEN 


Prudential Makes Modification of Rules 
Affecting Their Business at 
Younger Ages 


The Prudential has made some re 
vision of its rules as to the acceptance 
of women at the younger ages. 

Following is the announcement made: 

“The Company’s rules as to the limit 
of age on women have been slightly 
modified at the younger ages and ap- 
pheations of women may now be ac- 
cepted for all forms of life and endow- 
ment policies, both regular ordinary 
and intermediate, when applicants are 
fully 17 years of age. 

“Applicants may be accepted for ten, 
fifteen and twenty-year endowment 
policies on the ordinary plan when 
fully 15 years of age and for endow- 
ment policies on intermediate plans at 
age 12, nearest birthday. 

“The general rules and instructions 
regarding the insuring of women, in 
the rate book, should be carefully fol- 
lowed and the writing of business un- 


der the modified rulings above indi- 
cated must be subject to these re- 
quirements.” 











Insurance 


AMERICAN CENTRAL LIFE 


Company 


INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address 


Herbert M. Woollen, President 
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A SATISFACTORY EXAMINATION 


MUTUAL 





COMMENDS PHOENIX 





Connecticut Insurance Department En- 
dorses Company—lIncreases 
Surplus Figures 





The examination of the Phoenix Mu- 
tual Life by the Connecticut Insurance 
Department is calculated to make this 
well managed Hartford company feel 
proud. The examination was made 
under the four year provision of the 
Connecticut law and showed assets of 
$36;190,671.87, as reported in the ex- 
amination, while the Company had only 
taken a credit for $36,166,309.72, which 
Was an increase of $24,362.15. 

On the other hand the liabilities re- 
ported by the Company were $35,212,- 
154 and these were reduced in the ex- 
amination to $35,191,260.73, which made 
a decrease of $20,893.27. The examina- 
tion increased the surplus, $45,255.42. 
The report stated that the general ac- 
counting books of the Company were 
accurately kept. The examination was 
made as of December 31, 1913. 

Following are some extracts from the 
report of the examination which tend 
to show what the Company is accom- 
plishing in its work: 

Pay Death Claims Promptly 

“All payments to beneficiaries and 
policyholders were given special atten- 
tion. All claims paid during 1913 were 
examined and checked with the claim 
registers, nO errors being noted. In 
addition one-third of the claims paid 
during each of the years, 1910, 1911 and 
1912 were examined and checked. 

“All papers filed in connection with 
various claims are in excellent order, 
the necessary documents being prop- 
erly executed, arranged and filed. Our 
investigation shows conclusively that 
the Phoenix Mutual Life Insurance 
Company is paying its claims p:omptly, 
and in accordance with its contracts. 
All unnecessary delay is eliminated. 
All claimants as far as 1 was able to 
ascertain are treated justly, and their 
interests properly safeguarded. Missing 
claimants are carefully sought for and 
every effort made to avoid legal con- 
troversies Over the settlement of claims. 

Matured Endowment 

“Payments to policyholders made on 
account of endowments matured during 
the year 1913 were checked from the 
original papers and this item in the 
statement verified. These payments 
were all made promptly, and no claims 
for matured endowments were due and 
unpaid at the end of last year. In the 
results of this examination, the mar- 
ket value of real estate has been in- 
creased from $701,050 to $759,013. 

Mortgage Loans 

“This item of assets constitutes the 
principal investment of the Company. 
The unpaid principal loaned on the se- 
curity of bonds and mortgages amount- 
ed on December 31, 1913, fo $21,974,990. 
This comprised 10,744 loans, 6,144 of 
which have been made during the last 
four years. 

“All of the loans made since the last 
examination have been carefully ex- 
amined. In over two hundred cases, 
tests were made of the record of title 
by communicating with the proper re 
cording officer of the county in which 
the property was located.” 

In concluding, Commissioner Burton 
Mansfield said: 

“In general, I find that the Phoenix 
Mutual Life Insurance Company is in 
excellent financial condition and that 
its affairs are being efficiently man- 
aged. I have had the co-operation of 
the officers and all connected with the 
Phoenix Mutual Life Insurance Com- 
pany, and all the information asked for 
and data required have been furnished 
promptly. In fact every assistance 
has been rendered to make this quad- 
rennial examination thorough and com- 
plete.” 


HAVE PROSPECT SIGN QUICK 


Folly of Making Too Many Calls With- 
out Results—Let Him Know 
You Mean Business 


Some agents undoubtedly waste 
time in running after prospects with- 
out writing them. They interview 
them to death before they secure the 
application. Sometimes they don’t get 
it, simply because they tire the man 
out. “The International Lifeman” dis- 
cusses such a situation as rollows: 

“You can bring all of your prospects 
quicker to the signing point than you 
are doing now. Every now and then 
you prove it to yourself on a prospect 
or two. Then you seem to forget all 
about how you did it, and go on in 
the old rut of making several jobs of 
a prospect, instead of one job-—instead 
of getting his signature at the first or 
second ‘assault.’ 


“When ou go to your tailor to buy 
a good, first-class suit of clothes, and 
even though he piles .he new and all 
different patterns for suitings high as 
your head before you, you scarcely 
think of spending half an hour with him, 
much less making several inspection 
trips to him. Notwithstanding the 
goods and patterns are all bewilder- 
ingly attractive to you, you make your 
selection, are measured and are away 
in fifteen minutes or less. In that little 
time you have obligatec yourself to 
pay thirty-five to fifty dollars cash as 
soon as the goods are delivered—no 
more than you ask of the average live 
insurance prospect. 

“Why, in the name of al! horse sense, 
then, must you go on thinking you’ve 
got to call on a life insurance pros- 
pect forty-eleven times before closing 
him? The business men and other 
men whom your perceptive facuities 
should lead you to are real-thing busi- 
people. If you’ve got your part 
down as fine as you should have it 
they will buy a life insurance policy 
just .as quickly as you buy a suit ot 
clothes. 

“You can scarcely pick up any issue 
of any first-class life insurance paper 
without running onto a news item 
about some life insurance agent who 
in visiting a strange town has written 
several people he never heard of be- 
fore and who never heard of him, all in 
one day. Yet, hundreds of agents will 
argue themselves red in the face, try- 
ing to make home office people believe 
forty-eleven selling talks per prospect 
are necessary. In other words, you 
can do two to four times more business 
than you are doing.” 


ness 


UNION NATIONAL LIFE 





Attorneys for Different Interests Cir- 
cularizing Policyholders—Liquida- 
tion Slow 





The Union National Life, the defunct 


Philadelphia company, is still going 
through the throes of liquidation. 
Creditors are being asked by certain 


interests to contribute toward the cost 
of an appeal to the Circuit Court ot 
Appeals. Over 7 per cent. in value 
of the general creditors are stated to 
have joined this petition. 

Attorneys representing other inter- 
ests are attempting to block this move 
by showing that the cost of the ap- 
peal would be at least $1,000 and that 
there is no reasonable prospect of se- 
curing a reversal of Judge Thompson’s 
decree, in which case the costs would 
have to be borne by the general cred- 
itors. 





ATLAS LIFE BUYS A COMPANY. 


The entire industrial life business of 
the Alabama Insurance Company of Bir- 
mingham has been bought by the Atlas 
Life of Montgomery, of which G. M. 
Nettleship is vice-president and general 
manager. The industrial life insurance 
business of the Standard Life of At- 
lanta, Ga., was recently reinsured in 
the Atlas. 


“we 





‘THE MODERN BUSINESS RUSH 


BOOSTING THE DEATH RATE 


Dr. Davis of Amicable Life Tells of 
Great Progress Made Toward 
Controlling Disease 


The prolongation of life by control- 
ling disease, is one of the big issues 
of to-day. The ¢@cgenerative disease 
are daily taking their toll. : 

John L. Davis, medical director of the 
Amicable Life of Waco, Tex., in his 
recent letter to the medical examiners 
of the Company, gives his views as 
follows: 

“From a monetary standpoint con- 
sumption has always been the disease 
most dreaded by companies; but the 
past decade has reduced its mortality 
25 per cent. through a recognition of 
its infectiousness which to-day is very 
generally realized by the public. Acute 
pneumonia has ranked second in death 
losses; but during this period its mor- 
tality has been cut down 35 per cent. 

“On the other hand modern condi- 
tions of life have led to a great in- 
crease in the death rate from degen- 
erative diseases—heart and _ kidney 
disease, cancer, apoplexy, etc. Unhap- 
pily this class of diseaSe causes nearly 
half of the losses in the older com- 
panies. 

“So it is incumbent on us as Medico- 
Insurance men to ask: ‘What can we 
do to offset this increased mortality?’ 
Fortunately we have at hand to-day 
the means which will enable us to pro- 
tect the company for several years 
ahead by eliminating many risks likely 
to die early of degenerative disease. 

Precautions to Take 

“First, a careful examination of 
urine—chemically and microscopically 

especially if repeated examinations 


can be made, will rule out many of 
these dangerous risks in their in- 


cipiency; and secondly, in a great many 
instances nowadays the blood pressure 
reading provides the earliest danger 
signal pointing unerringly to impaired 
circulation long before the individual 
realizes sunything is wrong. Through 
these procedures impaired cases may 
be kept off the company’s books and 
what in a broad and altruistic sense is 
more jmportant, they may have an op- 
portunity to consult a physician early 
and thus avoid the threatened out- 
come. Hence we must most diligently 
employ these great aids to diagnosis, 
assured of their dependable testimony. 

“Besides this, the plans now in oper- 
ation by several companies looking to 
health conservation through the peri- 
odic examination of policyholders, will 
still further educate the public in 
proper methods of living thus leading 
directly to a material prolonging of 
life. Under these circumstances, de- 
spite the strenuousness of modern life, 
are hopeful that insured lives in 
the future will show an expectancy 
even more favorable than the stand- 
ards of to-day.” 


BROOCH FOR HIGH STAND WOMEN 


The women have a chance to secure 
a reward for becoming members of their 
respective century clubs for the com- 
ing year, in addition to the honors 
usually accruing from that position of 
rank. Edward A. Woods, of the Pitts- 
burgh Agency of the Equitable has of- 
fered a brooch to every woman qualify- 
ing during the club year ending June 
30, 1915. 





HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
just been issued shows the Company to 
be in splendid ‘condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 


its claims under its policies promptly 
Fe at and its policyholders treated 
airly. 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 

reater than in 1909 and the insurance in 
orce having increased from $92,532,533 in 


the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


W.C. BALDWIN, 
President 











You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 








W. D. Wyman, President 





New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
: of Pittsfield, Mass. 
Ine. 1851 


Attractive literature 
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SARA FRANCES JONES 


Chicago’s Woman Manager 





Undoubtedly one very good reason 
why Miss Sara Frances Jones, man- 
ager of the Woman’s Department of the 
Equitable life in Chicago, has had such 
phenomenal success in her work is be- 
cause she loves it. Miss Jones does 
love life insurance and no mistake. 

Anyone who talks with her is soon 
convinced uf her enthusizsm. She 1s 
also much interested in the National 
Association of Life Underwriters, and 
was the only woman delegate at the 
Cincinnati convention. 

Miss Jones was in New York city on 
business for a day or so last week. It 
is her old stamping ground and she 
likes this little town, but she admits 
that for the business of life insurance, 
Chicago is the place. Miss Jones is 
a real true New Yorker by birth and 
education. It was here nat she- first 
became associated with live insurance 
work in the Equitable’s home office. 

For several years Miss Jones sat at 
the complaint desk in the revival de- 
partment of the Soziety. She always 
called it the “disgruntled” desk. The 
man or the woman who rather 
thought that they were zoing to drop 
their insurance, always had the oppor- 
tunity to tell their troubles to Miss 
Jones and they invariably were sent 
away contented and proud that they 
were insured. This was frequently 
anything but child’s play. 

Could Save—Would Sell 

Her success gave Miss Jones the 
idea that if she could save life insur- 
ance from liapsing, she could write 
business herself. The guess was a 
good one. Miss Jones «n going to 
Chicago about three years 2go, speedily 
made room for herself. 

She thinks that Chicago is the place 
for a woman to maintain a standing. 
Women of ability are holding down 
good and responsible positions in vari- 


ous capacities there, she explained. 
There is not the prejudice against do- 
ing business with women which exists 
in some Eastern States. it was six- 
teen years ago on Sunday, September 
28, that Miss Jones secame connected 
with life insurance, but her soliciting 
career began about three years ago 
when Fourth Vice-President Rosenfeld 
sent her out to Chicago. 

She soon rose to the position of asso- 
ciate manager, then became joint man- 
ager and in March last was promoted 
to manager. Miss Jones speaks very 
modestly of her success but the officers 
of the Equitable know that it has been 
of the substantial kind. She said: 

“Yes, I believe we have the only 
woman’s agency in the West. It cer- 
tainly is the only one of its kind in 
Chicago. There are fourteen of us out- 
side of the manager and we have al- 
ready more than filled our allotment 
for this year. You ask «shat kind of 
material we have for sgents, well, most 
of them are widows and many are 
much older than the manager. We 
pick them up in various ways. 

“Often some of the men’s agencies 
recommend them to us. Frequently 
they are sent to us by other companies 
in this way. You know I think there 
is no business on earth where a woman 
without training or money can accom- 
plish so much as in life insurance. Of 
course the ability to succeed lies in 
her own efforts. 

“We have 2 systematic way of doing 
business in our agency. No call made 
without a previous appointment and 
two-thirds of our business 1s done on 
binders. 

“A Monday morning class of instruc- 
tion is conducted weekly by the man- 
ager and if some company visitor is in 
Chicago we try and secure him to 
address us. There ire no part-time 


agents in our agency. Overyone, in- 
cluding the manager must produce at 
least one application each month to 
hold her contract. It does not count 
to write six policies one month and 
rest for the next. 

“As to our work, we lave a daily 
report system. There is no haphazard 
business. We have a blackboard on 
the wall on which the women are indi- 
cated by numbers. It shows what bus!- 
ness each agent has produced on the 
daily, weekiy and monthiy basis—also 
the quota called for from each. It is 
a complete record of persenal produc- 
tion on the paid-for basis. 

“Do we write all classes of: insur- 
ance, you say, yes indeed. All the 
regular forms of policies, income, cor- 
poration and even group insurance is 
tackled. No, the individuai policies are 
not so large but two of our agency 
made the Central Century Club of the 
Equitable this year. Mrs. M. K. Alex- 
ander and myself were the fortunate 
ones.” 





PAN-AMERICAN TAKES ONE 





New Orleans Company Reinsured Four 
States Life of Arkansas—Makes 
$16,000,000 in Force 





Announcement has been made by the 
Pan-American Life of New Orleans that 
it has reinsured the business of the 
Four States Life of Texarkana, Ark. 
The records of the Arkansas Company 
are now being transferred to New 
Orleans. The deal is a wise one for 
the Pan-American as it will increase 
its business in Northwest Texas and 
Southwest Arkansas. 

The statement on December 31 last, 
of the Four States Life—which began 
business on February 25, 1911, showed 
assets of $131,344; a capital of $113,035 
and a net surplus of $8,092, with insur- 
ance in force of $522,500. 

Last year the Company wrote $328,- 
000. The reinsurance deal gives the 
Pan-American - insurance in force 
approximating $16,000,000. 


MORE-THAN-AVERAGE AGENT 





He is the Man Who Towers Among His 
Fejlows for Successful Achieve- 
ment at All Times 





The phrase “More-Than-Average” 
Agent is a clever one which expresses 
exactly what it means to be an agent 
among agents. “The Prudential Weekly 
Record” aptly describes such a man as 
follows: 

“How many of such are there in your 
staff or district, Mr. Agent? Are you 
yourself one of them? The more-than- 
average Agent is one of the strong, 
steady, persistent and reliable props 
and supports of your organization. He 
is a genuine lifter at all times; never 
once a Jeaner. 

“His way is ever to help, never to 
hinder. He is regularly enrolled as a 
producer, one of the honored and 
esteemed successes of the business. He 
is persistently and prosperously on the 
firing-line. Bull’s-eyes represent his 
marksmanship. Misses he seldom 
makes. He is an example to all around 
him, a constant profit to himself, a de- 
light to his assistant, his organizer, his 
superintendent and the company. whose 
“Great Eye” steadily watches him with 
smiles and approval. 

“With the regular rounds of the 
weeks and months, he makes his full 
share and a little more of actual in- 
crease in both industrial and ordinary 
and, at the same time, zealously and 
effectively cares for his debit. In his 
fulfillment of all the duties of his office, 
the more-than-average Agent is cease- 
less and irresistible in the accomplish- 
ment of details converging upon and 
constituting an endless chain of suc- 





cesses. He ‘gets there,” not now and 
then, but all the time.’ ” 

“Do life insurance premiums come 
within the scope of the moratorium?” 
was a question raised in England 
“No.” Answers Geoffrey Marks, chair- 


man of the life officers’ association. 





SERVICE AND 


SECURIT 








Anual Income - 
Assets - - - + 
Insurance in Force - 


- $ 


4,000,000 
-$ 23,810,000 











Largest Reinsurance Business in America 





ittsburgh Life and Trust Company © 


W. C. BALDWIN, President 
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TWO DECADES OF PROGRESS 


FOR SOUTHERN LIFE COMPANIES 





President J. B. Reynolds of Kansas City 
Life Shows Development of Smaller 
Life Institutions 





President J. B. Reynolds, of the 
Kansas City Life, delivered an address 
on, “Westein and Southern Life In- 
surance Companies,” at the Dallas meet- 
ing of the American Life Convention 
which handled the matter in a com- 
prehensive manner. He thinks that 
a wonderful development is ahead for 
the younger companies. 

He said in part: 

“In dealing with the subject it is 
necessary to consider two important 
and salient points—first, the period of 
time to be covered in statistical com- 
pilation, and second, the territory in- 
volved. On the first point—period otf 
time to be covered, I have selected as 
my initial date December 31, 1890, thus 
covering a period of twenty-three years 
to the present. A number of those 
here have been engaged in the busi- 
ness even a greater length of time 
and can vividly recall conditions ex- 
isting in 1899. : 

“The second point--territory, with- 
out any intention of making it sectional, 
I shall consider what is and has been 
regarded as Western 2nd Southern ter- 
ritory from the standpoint of life insur- 
ance, that is territory west of the Ohio 
and south of the Potomac rivers. On 
the question of time to be considered, 
let us divide it into two decades, with 
the remaining fraction—1890 to 1900, 
1900 to 1910, and 1910 to 1913. 


The First Decade 

“During the first decade to be con- 
sidered (1890-1900) there was intro- 
duced into the business the most im- 
portant factor in the building of new 
life insurance companies,  to-wit— 
preliminary term method of valuation. 
There were possibly some ccmpanies 
that used the preliminary term method 
of valuation prior to 1890. 

“Preliminary term stands out proml- 
nently as one of the important factors 
in the formation and building of the 
Western and Southern life insurance 
companies, enabling the new company, 
as it does, to use the first year’s pre- 
mium for the rrocuring, maintenance 
and support of the first year’s business. 
Preliminary term is one of the founda- 
tion stones of the American Life Con- 
vention. 

“The American Life Convention, by 
its positive stand on this question and 
the activity of the individual member- 
ship, not only made preliminary term 
valuation a legal possibility but a real 
fact. Without our organization the 
principle would have been accepted in 
very few States. It was opposed by 
the large companies and the only con- 
cession they were willing to make at 
the outset was che select and ultimate 
method. 


Preliminary Term Benefits 


“There were other factors during this 
decade that entered into the organiza- 
tion and establishment of companies in 
the West and South due to increased 
population and increased financial re- 
sources, but it is very doubtful indeed 
if anything was of equa! importance 
to the adoption of a method of valua- 
tion whereby the company could begin 
business with an initial cost practically 
rovided for by the ‘irst premium col- 
lected. No other possible way was 
open for making the business pay :ts 
own way from the start. Any other 
form of valuation would have absorbed 
a large surplus and would have kept 
money out of life insurance corpora- 
tions instead of inviting investors to 
undertake their development. 


Organization Period 


“The second decade (1900 to 1910) 
might well be termed the ‘organiza- 
tion period,’ as this decade gave birth 
to a great number of life insurance 
companies. Dire and distressing re- 
sults have been provhesied as to the 








final outcome of many of these organi- 
zations. As one, I have no sympathy 
with the ‘Calamity-howier’ or pessi- 
mist, and do not believe there is going 
to be any great wave of disaster or 
many consolidations, mergers, failures 
or reinsurances, 

“IT have great faith in the success 
of the honorably and well managed 
company, and though some of them 
may not become giants, it is well known 
that the business of this country is 
not done by giants, and when it is so 
done it is likely to become a monopoly, 
Small business enterprises are the 
foundations of the prosperity of this 
country and have equally as important 
a place in the business world as the 
larger enterprise. The farmer who suc- 
cessfully cuitivates his forty acres is 
as much of a business man as the di- 
recting head of a large financial insti- 
tution, and in many cases it requires 
as much business management to suc- 
ceed in the smaller as it does in the 
larger field. 


“The small life insurance company 
is just as much of a company as the 
giant and just as good. A goodly num- 
ber of medium sized and small well- 
managed companies, in the opinion of 
many experts, are more conducive to 
the prosperity of the country than a 
few giants. Naturally the established 
company extends no cordial welcome 
to its baby competitor. The human 
quest for gain is a supremely selfish, 
nut necessary, instinct. The desire to 
monopolize the corner grocery trade is 
natural and the company which holds 
a territory iy organization and hard 
work would prefer that no disturbing 
element enter its bailiwick to agitate 
its agents and entice applicants who 
might otherwise be prospects for its 
own solicitors. Hence, the organiza- 
tion and development of a new company 
upon the mutual plan presented some 
difficulties wiich a capital and surplus 
would remove. This explains why 
there is but cone mutual legal reserve 
life insurance company in all the great 
South and why there are only ten in 
the American Life Convention. It also 
accounts for the drift of the business 
to the stock plan. Under this plan 
policyholders can feel assured their 
contracts will be fulfilled, and caprttal 
in some form, therefore, became a legal 
requirement for entering the life in- 
surance field in many States. The 
capital must be a guarantee fund, ad- 
vancement for surplus in a mutual com- 
pany, or actual cash capital maintained 
intact and a surplus for proceeding 
with business under the stock plan. 
The stock plan afforded the better field 
for organization and hence the new 
companies of the South and West are 
largely stock companies. It is true 
that more is required of these young 
institutions ‘han was ever considered 
necessary when their great competitors 
began business. It is well worth while 
to observe here the reason why so 
many companies went out of business 
unwillingly in the period between 1870 
and 1880. {t was because the prelim- 
inary term idea had not been developed 
and the principle of maintaining intact 
the capital of a company had not es- 
tablished itself in the minds of men 
who were interesting themselves in the 
subject. 


“Prior to 1892 the life insurance com- 
panies organized under the laws of 
the State of New York were doing busi- 
ness in every State of the Union, col- 
lecting premiums from every section of 
this broad jand and were by statute 
of the State of New York prohibited 
from investing the accumulated funds 
in real estate loans outside the State 
of New York except within fifty miles 
of the city of New York. This was 
the law of the State of New York from 
1868 to 1892. The natural reaction fol- 
lowing the discovery that the savings 
of the West and South were being 
taken from the banks and business 
houses of those sections to enrich the 
already opulent East was the funda- 
mental reason for the unusual develop- 
ment of fiduciary institutions in the 
resourceful ‘ut not frugal and usury- 
loving West and South.” 


J. D. CRAIG’S PAPER. 





Assistant Actuary of Metropolitan Will 
Talk on Health Insurance Before 
Actuarial Society. 





Assistant Actuary James D. Craig, of 
the Metropolitan Life, will be one of 
those to read papers at the fall meeting 
of the Actuarial Society of America, 
which will be held October 15-16 in 
Milwaukee. 

The committee on papers has yet to 
decide on the other three or four to be 
given at this meeting. As previously 
announced, the final paper on “Charles 
Gill,” will be delivered by Emory Mc- 
Clintock of the Mutual Life, at this 
time. 

A feature of the meeting will be a 
luncheon on Thursday, October 15th, 
tendered by the officers of the North- 
western Mutual Life. 

Another paper which will be delivered 
at the Milwaukee meeting is by M. A. 
Linton, Mathamatician of the Provident 
Life & Trust of Philadelphia, the sub- 
ject being the mortality experience of 
the Philadelphia company. 


PROVIDENT LIFE AND TRUST 





Wells Agency Makes September Gain— 
J. J. Phillis Challenged Associates 
and Contest Started 





The Graham C. Wells Agency of the 
Provident Life & Trust is out with the 
announcement of another gain for Sep- 
tember, 1914, over any previous Sep- 
tember in the history of the agency. 
Much of the credit for this showing 1s 
given to James J. Phillis, who issued 
a challenge September 1 that he would 
write during September one-half as 
much life and endowment business, as 
all the other agents combined. On 
September 29 Mr. Phillis was only 
$4,000 short of this amount and he 1s 
hopeful of reaching his mark. 

Nearly 75 per cent. of the Provident’s 
business in September has been on a 
plan which gives protection to the in- 
sured during his life up to age 65 and 
then matures to him, if living, at a 
time when old age is creeping on, thus 
insuring comfort in his declining years. 

The ten ieaders in production last 
week were: Messrs. J. J. Phillis, Geo. 
W. Richards, W. H. Goehring, H. EF. 
Miller, Heylmun & “Cotton, Fred Cleri- 
hue, Geo. W. Ryan, Frank I. Bossart, 
Robt. N. McGee and Wm F. Bremner. 


LIFE COMPANY EXAMINATIONS 

The New York Insurance Department 
is ready to start its regular three year 
examination of the Equitable Life as 
soon as the examination of the New 
York Life, which has been going on 
for some time, is completed. This 
week the regular examination of the 
Security Mutual Life of Binghamton 
will be begun. 

The department has completed an 
examination of the Germania Life and 
the report is now in preparation. The 
United States Life is also being ex- 
amined at present. 


UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 


THE 
Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual! Dividends. 














E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 


JOHN G. HOYT 
Vice-President 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 











Life 


Insurance and Texas 








Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
State are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 


DALLAS, TEXAS 























| Assets over One Million. 


(average One Million a month), 
‘We want a capable general 
| Important open territory. 








The Guarantee Life Insurance Co. 
HOUSTON, TEXAS | 


Insurance in force over Twenty Millions of dollars. 


| Business received first eight months, 1913, over Eight Million) 





agent for vacant office. | 








REMEMBER 











The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 


the Southwest 


ema aX ee — aI s we 
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SHUN CLERICAL POSITIONS 


TAKE UP LIFE INSURANCE WORK 








Advice of President C. H. Ellis of Pan- 
American Life to Young Men 
Who Wish to Succeed 





The superb opportunities for young 
men in life insurance, were brought 
out very convincingly at the American 
Life Convention meeting in the address 
by President C. H. Ellis of the Pan- 
American Life of New Orleans, who 


talked On the subject, “Opportunities 
for Young Men in Life Insurance 
Work.” 


After discussing the tendency for 
young men to seek salaried positions 
of a clerical nature where their work 
is done under direction of others, he 
added that he thought such positions 
ot a clerical nature destroyed the use- 
fulness of a young man. Such young 
men are not preparing themselves for 
more responsible duties later on. He 
then continued: 

“It has been my experience, from ob- 
servation, to see elderly men who have 
been working in clerical capacities for 
25 or 30 years in one position, suddenly 
find themselves out of work because o 
a change in the business of their 
principals, or the failure of said busi- 
ness, and absolutely without any hope 
of getting another position, with no re- 
sources of their own, nor resourceful 
enough to work out anything on their 
own initiative. 

“How much of all of this could b 
avoided if young men were to take up 
life insurance in their early years of 
business endeavor, and master it to 
such a degree as would enable them to 
become thoroughly independent as time 
passed by. In my judgment, there is 
no line of business that serves to de- 
velop a young man’s ambition, or de 


velop what there is in him, more than 
the life insurance business. 


Approaches Business Men 

“To begin with, when he starts out 
as a solicitor, he comes in contact 
with the business men of the world, 
and learns how to approach them, and 
soon loses any timidity which he may 
have otherwise had. This causes him to 
see the world in a broad way, and 
opportunities appear to him to be in his 
grasp, which, otherwise, he would 
never think possible. 

“Life insurance work does not only 
remove the timidity of young men, but 
develops them so rapidly that they 
know how to meet and mingle with the 
business men of the world—men who 
are much older than themselves—and 
discuss matters intelligently with them. 
Once they have gained this ground, 
they have established such confidence 
in themselves as to enable them to 
move on and on, and after they know 
how to manage their affairs, it will only 
be a short time before they will be 
thoroughly independent and enjoying 
the income from the built-up business 
of a general agency, which is the one 
thing that every agent who starts out 
in the field is desirous of attaining. 


Valuable Stepping Stone 

Not alone does it stop at this, but it 
is the stepping-stone to the executive 
offices of large life insurance compa- 
nies, where we are sadly in need of 
trained insurance men to handle the 
business of the new insurance compa- 
nies which have been organized in the 
South during the past ten years—some 
ot them thorough promoters who had 
no knowledge of conducting a large 
business of any character, and some by 
men of no corporate experience what- 
ever. This has resulted in the failure 
of the management of many of the com- 
panies, and such a condition of affairs 
has reflected on the well managed com- 
panies, and shows the need of well 


trained insurance men to handle the 
business of every new company or- 
ganized, and if there were a sufficient 
number of young men who would de- 


velop themselves in the field, 
would be readily available. 

“I may say that one of the greatest 
evils in the insurance world to-day is 
the lack of proper material in the field 
forces, and the experience of nearly 
every company is that only about one 
out of ten men they try out, “make 
good.” This results in a lot of lost 
motion and expense, which is abso- 
lutely lost without any benefits to any 
one, other than giving money to the 
support of some men who have no 
ambition, and will never develop into 
anything. 

No Place for Failure 

“The rule to-day is that men take up 
life insurance work after they have 
failed in practically everything else. In 
my opinion, this should be exactly the 
reverse, as I do not know of any busi- 
ness that offers a better opportunity 
for an ambitious young man to make 
himself independent in the world, than 
to start out and master field work in a 
life insurance company. 

“When you stop to think that by only 
writing one policy of $1,000 a week, an 
agent can make about $75 per month, 
and compare this with young men who 
are doing clerical work in business 
houses at $60 and $75 per month, where 
they have to, probably, start in at 7 
o’clock in the morning and work until 
6 or 7 o’clock at night, it does not seem 
possible that any young man would 
attempt to do clerical work, when he 
can get such an opportunity to make 
his independent means of support in 
life insurance work. 


they 


College Men’s Income 
“In looking over the average income 
for five years of the Yale graduates of 
1906, in a pamphlet compiled by Mr. 
E. G. Simmons, the vice-president and 


agency manager of our Pan-American 
Life Insurance Company, it shows that 
insurance agents developed from these 
graduates, averaged for the fifth year, 
about $2,700 per annum, in a total 
classification of seventeen different lines 
of business, and for the entire average 
of all occupations for the five-year 
period, sixteen engaged in other lines 
of business only averaged $1,280 per 
annum, and the insurance agent, $1,872 
per annum. This is a convincing con- 
trast, and I feel that it should be an 
incentive to the young men of our 
country to take up life insurance work. 


Not Enough Producers To-Day 


“One of the greatest curses of our 
country to-day is that we have too 
many consumers and men occupying 
salaried clerical positions, and not 
enough producers and efficient execu- 
tives. It is the tendency of our young 
men to want to live in the large cities 
of the conntry, instead of in the agri- 
cultural sections, and, since this is the 
case, then they should turn their minds 
to something which will develop them 
into producers, so that others may be 
encouraged to do likewise, thus remov- 
ing from the idle population of every 


city, a large number of young men 
looking for positions in a _ clerical 
capacity. I dare say there is not a 


company represented here to-day, the 
experience of which has not been that 
some of its best agents are young men 
who started without any experience in 
life insurance work, but whom they 
have taken and developed along with 
their business.” 





PHILADELPHIA LIFE’S PROGRESS 

In the first six months of 1914 the 
Philadelphia Life increased its paid- 
for business 30 per cent. over the cor- 


responding period of last year. The 
Company’s income increased 10 per 
cent. Up to August 15 the Company 
paid a total of $119,237 in death claims. 
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Live Hints For Business Getters 


Te 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 








L 
Seek store which you feel you 
Square can depend upon. It is 
Dealing the same with buying pro- 


It is well to trade with a 

tection from a life insur- 
ance company which has your confi- 
dence. This point was brought out by 
Cc. M. Cartwright in his recent talk be- 
fore the American Life Convention. He 
said: 

“Life insurance in a way is much 
like merchandising. We trade with 
some stores with the utmost assurance 
that whatever happens, we will be 
treated on the square. If we purchase 
goods that are not up to the standard, 
and if they are not as represented, we 
do not question for a moment but that 
we will be accorded honest treatment 
by these stores. We know before we 
return with our complaint what the 
answer will be. There are no sharp 
bargains driven. 

Every transaction is a money-back 
deal. The policy of the store is to 
satisfy the customer. It leans perhaps 
back from the plumb line in order to 
create in the customer’s mind the idea 
that he is to be satisfied at all costs. 
There may be a few hundred dollars 
lost temporarily here and there by such 
a business policy, and yet the year’s 
transactions will mean that such a 
store has been benefited by thousands 
of dollars. It has built up a satisfied 
clientage; it has sought accounts of the 
best and most reliable people solely 
or the policy of setting to right all 
wrongs or injustice. 

“There are other stores that we deal 
with on suspicion. We pit our wits 
against its salesmen. We do not know 
whether we can get value received or 
not. We simply take chances. We 
may run into a bargain sale in such an 
emporium, hoping we can purchase 
some article at a low price, but know- 
ing that if we are fleeced in the trans- 
action there is no redress, and we sit 
back and take our medicine. There 
are other stores that we feel in our 
hearts when we enter that we leave 
hope behind, and we expect to be 


cheated.” 
* * aa 
It is better to issue a man 
Control and take his money for a 
Your premium than to become 
Feelings angry at him and fail to 


write the insurance. Con- 
trol your feelings aod get his money. 
That is the idea of the International 
Life of St. Louis, which says: 

“The man who makes the life policy- 
holder what he is, is the lifeman who 
picks him out, teaches him, trains him. 
Look us squarely in the eye, Mr. Life- 
man, while we further emphasize that 
fact by saying that the character and 
quality of a lifeman is clearly read 
by the character and quality of the 
man he writes. 

“The man who can’t by force of will 
send his spirit soaring above any cause 
that may occasion despondency, or the 
man who can’t control any feeling of 
anger long enough tc make a handful 
of money out of a prospect—has no 
business trying to make a winner out 
of himself selling life insurance. When 
you’ve got a prospect to see—which 
ought to be every minute of the day— 
force yourself to rise above, forget, 
everything on earth that can possibly 
tend to interfere with your getting the 
signature. 

“If you were held up and robbed 
it surely would make a big impression 
upon you. When you hold up your 
own efforts every now and then and 
rob yourself of life insurance com- 
missions that you might just as well 
as not boomed in and secured, how 
does that strike you?” 





It is hard to talk turkey 
Prefer to some prospects who are 
Savings sure they want their money 
Bank in a savings bank instead 
of in an endowment policy. 
Of this class “Agency Items” of the 
Equitable says: “Often a _ prospect 
will state that he prefers a savings 
bank to an endowment policy. Explain 
to such a man that with the disability 
clause added to the endowment policy 
its superiority becomes unquestioned, 
for in the event of the insured becom- 
ing totally and permanently disabled the 
society will virtually credit him with 
the premiums as they fall due and pay 
the endowment in full at maturity. No 
savings bank will, on the other hand, 
agree to deposit to his credit the 
amount he sets out to save annually 
over a period of say, 20 or 30 years if 
he should become totally disabled after 
opening the account.” 
. * . 


The boys of to-day are 

Buy spoiled by their parents 
Boy who buy them things which 
Policy do them little good but 
which nevertheless encour- 

age extravagance. The situation is 
summed up as follows in the Bankers 
Life of Nebraska, which rightly says 
that parents would do better to take 
out life insurance for their children: 

“The disposition these days is all 
toward unusual, almost extravagant ex- 
penditures, on the part of parents for 
boys. There are so many men of the 
present, who, when they were young, 
were subjected to such rigid economies 
that they feel proportionately liberal 
in the giving to their children in the 
later days of their prosperity. Without 
discussing generally the larger liberal- 
ity of the present, it can be diverted, 
in part at least, from the too common 
waste following the liberal giving, to 
a giving and saving that will inculcate 
ideas of economy in place of the ir- 
sidious growth of wastefulness that is 
too apparent when conditions along 
this line are compared with a genera- 
tion ago. 

“What better investment, what better 
gift can you make for a boy of eighteen 
years than to purchase him a Bankers 
Life policy that will mature in ten, 
fifteen or twenty years, and grow in 
value with each year cf its period? 
Pay the premiums for the young man 
for four or five years until he has estab- 
lished himself. You have given him 
something worth while and it repre- 
sents a direct investment to him that 
is appreciated. In fifteen years, with 
a fifteen-year-payment policy, the young 
man at thirty-three has a paid up policv 
of generous proportions for the rest 
of his life or he has something con- 
vertible into cash that necessities may 
make very valuable to him at the 
time.” 

* * 


Protection for old age is 
furnished in an endowment 
policy. It is a “key to com- 
fort” as well. “The Peli- 
can” of the Mutual Benefit 


Key To 
Old Age 
Comfort 


Life says: 

“The key to comfort in old age is the 
‘accelerative endowment’ policy. It is 
written at ‘ordinary life’ rates and af- 
fords the maximum of indemnity against 
death during the productive years of 
life, and, if so elected by the insured 
or beneficiary, the principal sum insured 
will be converted into an annuity under 
one of the Mutual Benefit’s valuable in- 
come options available to all policyhold- 
ers. 

“A certain maintenance can thus be 
provided, and the possibility of the pro- 
ceeds of a policy being unwisely invest- 
ed, misspent, or spent too fast, is safe- 


guarded. Life annuities personally con- 
duct the finances of the widow. 

“As true as she lives, as long as she 
lives, she receives a fixed sum yearly. 
Ne loss by bad advice; no loss by bad 
investments; no loss by meddling 
friends or self-styled financial advisers; 
no loss by sleek and sanctimonious 
swindlers; no quick parting with the 
bunch of security. 

“On the contrary, the widow’s de- 
mand is limited to a year’s supply, and 
the supply outlasts the need. She draws 
her money as long as she draws her 
breath, and by this limit, under the 
laws of mortality, the earning power 
of the principal sum can be increased 
largely according to age.” 


* * * 


A successful life insurance 
Know agent must study men. He 
Your must use his talents along 
Prospect these lines particularly 
when approaching  pros- 
pects. This is what the Missouri State 
Life has to say about the situation: 
“Handling men means understanding 
their nature. All natures can be classi- 
fied under a few general headings which 
most or quite all of us know. The 
variations of each of the general kinds 
of natures are what bother us—what 
every life insurance fieldman must train 
himself to quickly perceive and adapt 
himself to handling successfully. 


“He has to perceive and be governed 
by the particular variation of the na- 
ture of his man. Otherwise’ the 
chances of failure are all in his luck- 
less favor. To determine this variation 
the agent has, but to quickly note and 
interpret the various indications of 
face, manner and words of his prospect. 
So many agents bolt in upon a pros- 
pect so full of the policy, arguments, 
rates, etc., that they want to unload on 
him that they utterly forget (if, indeed, 
they ever knew), that the first thing 
necessary to handling men is an under- 
standing of their nature. 


“Give us an agent who knows com- 
paratively little of the policy and argu- 
ments, but who is keen at understand- 
ing the nature of men, and we’ll back 
him against almost any agent who is 
deficient in the latter. Most assuredly 
this is no word in favor of lack of 
knowledge of the policy or good argu- 
ments to sell it. We are simply illus- 
trating what is a fact. Make yourself 
an adept at understanding the nature 
and especially its variations of your 
prospect.” 

x +. » 


Loss of earning power must 
Putting be considered in talking or 
Off selling life insurance. This 
The Day is what the Equitable’s Com- 
pany paper has to say about 
the matter: “When a man persists in 
putting off life insurance and suddenly 
dies, the loss of his earning power 
must be charged to some account— 
or rather to some person or persons. 
Someone must pay the freight. He, the 
responsible party, has become irrespon- 
sible financially. On his widow and 
children, or mother, or sisters, or 
brothers must fall the loss. Sometimes 
it is distributed, but in the majority of 
instances the wife and children bear 
the brunt of it. Not a pleasant picture 
you say! No, but it is a portrayal which 
should be placed before every insurable 
man ‘before the final ‘balance has been 
cast.” 


—. 
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Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under husetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 
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Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reduction. 


Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 











GOOD TERRITORY 
OPEN TO RIGHT MEN 
—those who know how and can pro- 
duce applications and settle policies 
—always ready to negotiate with 


men of experience, energy and 
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A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEF TTS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
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HOW TO RETAIN BUSINESS 


TOLD IN PRACTICAL MANNER 








First Vice-President Hall of Lincoln 
National Gives American Life Con- 
vention His Ideas 





The subject of retaining business 1s 
one On which much remains to pe said. 
It is a constant puzzie to home office 
executives and for that reason any sug- 
gestions or experiences of other com- 
panies are interesting. 

This topic was discussed in a most 
practical manner at the Dallas, Tex., 
meeting of the American Life Conven- 
tion by First Vice-Presidert Arthur F. 
Hall of the Lincoln National Life of 
Fort Wayne, Ind. 

Mr. Hall said in part: 

“The foundation for retaining busi- 
ness must be laid before the business 
is written, for business weil obtained 
is half retained. Getting business and 
getting business that will renew well, 
may or may not be one and the same 
thing. It depends upon the judgment 
and the ideals of the officers of the 
company. But it is certainly true that 
a large percentage of Lusiress properly 
written is retained. 

“When one speaks of retaining busi-- 
ness his natural thought is how to 
prevent lapses. The enormous losses 
suffered by life insurance eompanies 
on account of lapsing policies is ap- 
palling. Although one of the most im- 
portant problems of our business is to 
eliminate these great losses through 
the elimination of lapses, yet it seems 
to me that the matter has not re- 
ceived the attention it deserves. 

“It is an old saying that ‘An ounce 
of prevention is worth a pound of cure? 
If | am correct therefore in my belief 
that the principal causes of lapses can 
be avoided before the policies are writ- 
ten, then certainly the purchase of 
many pounds of cure can and should 
be avoided. 

Must Determine Causes 

“To retain business through the pre- 
vention of lapses we must determine 
the causes for lapses and then work 
either to eliminate these causes or 
remedy the evil results that follow. To 
eliminate the causes appeals to me as 
the most sensivdle course to pursue. 

“What then are the principal causes 
of lapses that can be eliminated? First 
on the list comes the rebate. Second 
on the list comes misrepresentation 
knowingly and purposely made by high 
pressure or dishonest agents. 

“These two evils have caused more 
lapsed policies than all other causes 
combined, and yet they are the easiest 
o: all the causes to eliminate. Any 
company manager worthy of tiie posi- 
tion can easily determine which of his 
agents rebate or misrepresent. The 
proper business move is to e'iminate 
the agents guilty of such practices. 

“To attempt to retain rebated or mis- 
represented business is cost and effort 
lost, because it is successful oniy to 
a limited degree, and the same cost 
and effort will produce more and better 
new business. These matters are 80 
well understood that I need not discuss 
them more fuily here. 

Dissatisfied Policyholders 

“If we grant that we have eliminated 
all lapses caused by rebating and will- 
ful misrepresentation, the next greatest 
number of lapses is found among dis- 
satisfied policyholders. 

“For what one or more reasons is 
a policyholder dissatisfied? He may 
have been over persuaded. He may 
have been over sold. He may have 
misunderstood his policy. 

“When I say he may have been ‘over 
persuaded’ I refer to the man who has 
accepted a policy under protest. ‘The 
agent even though he succeeded in 
delivering the policy failed to convince 
the policyholder that he needed the 
protection of insurance. He failed to 
create the proper desire for the insur- 
ance. The minds of the agent and 
prospect never really met in an actual 
Sale, but the agent by his superior men- 





tality or persistency simply unloaded 
u policy upon a man who did not 
want it. 


“When I speak of ‘over sold’ I refer 
to the policyholder to whom has been 
delivered more insurance than he could 
reasonably pay for without actual hard- 
ship. When I speak of the policyhold- 
er having ‘misunderstood’ his policy 1 
don’t necessarily mean that it was 
misrepresented to him by the agent. 

“All these causes for dissatisfaction 
can be better eliminated in advance 
than corrected after the fault has been 
committed and the only way to elim)- 
late dissatisfaction in advance is 
through the education of our agents to 
a realization of their responsibilities 
and opportunities in this great and 
wonderful business of life insurance. 

Built Own Field Staff 

“The best agency force for a young 
company is one built up from the 
ranks of bank clerks, store clerks, 
teachers, and salesmen in other lines; 
men who have had no previous experi- 
eace in life insurance work. 

Believes in Renewals. 

“I believe that the greatest of all 
ecucators is the agent’s renewal con- 
tract. For the young company seek- 
ing to gain a firm foothold at a rea- 
sunable cost of production the renewal 
contract is a splendid means to the 
end. High-grade men can be attracted 
to our work from other callings with 
greater ease with this form of contract 
than any other. 

“Men to whom a renewal contract is 
attractive work sincerely for the future, 
because their whole business success 
lies in the future rather than in the 
living that is made to-day. It is my 
belief too that a better grade of men 
can be secured on a contract giving 
a reasonable first year commission 
with attractive renewals than can be 
secured on a contract calling for a high 
first year commission with little or no 
renewals. 

“The man to whom the renewal con- 
tract is attractive takes up the insur- 
ance work iniending to make it his 
life’s work. It is his last change ot 
occupation and he is not on the look- 
out for other work, even though more 
immediate money can be made from it. 
The men who work under such con- 
tracts are nearly always careful, con- 
servative, thoughtful men and they are 
slmost invariably men of high stand- 
ing whose opinions carry weight in their 
communities. They solicit among the 
substantial classes who can best afford 
lu pay premiums.” 


INSTITUTE OF ACTUARIES 





Junior Organization Meets at Madison, 
Wis., October 19-20—Eastern 
Actuaries Will Attend 





A number of Hastern members of the 
American Institute of Actuaries will 
attend the meeting at Madison, Wiscon- 
sin On Monday and Tuesday, October 
19 and 20. The fact that the meeting 
of the Actuarial Society of America is 
held this year in Milwaukee will make 
it possible for many actuaries to at- 
tend both meetings. The meeting of 
the institute will be held in one of the 
assembly rooms in the University of 
Wisconsin. An interesting program 
has been arranged as follows: 

1. Interium premiums; 2, War and 
insurance, with special reference to the 
present European war; 3. Methods for 
conserving business; 4. The fraternal 
situation; 5. Methods of conversion as 
of age and entry, charging difference in 
reserves or difference in premiums; 6. 
What constitutes discrimation? 

7. Group insurance; 8. The lapse 
factor; (a) In computing premiums; 
(b) Reserves; (c) Its mortal aspects; 
9. Methods for restricting the volume 
of policy loans. 

10. When does a policy take effect? 
11. Waiver of premiums and other dis- 
ability benefits for female risks; 12. 
Acceptance of premiums after due 
date. (a) On application for reinstate 
ment; (b) medical re-examination. 





CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 
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State Mutual Life Assurance Co. 


a 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
.« PROGRESSIVELY SUCCESSFUL... 
January 1, 1914 
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THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 











“WHAT THE. EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 


While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 
Life Assurance Society 


of the United States 
165 Broadway, New York 
W. A. DAY, President 
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MEDICO-ACTUARIAL PROGRESS 


IN SELECTION OF RISKS 





GUIDE 





Dr. H. A. Baker, Medical Director of 
Pittsburgh Life & Trust Believes 
In Its Importance 





The Medico-Actuarial Investigation 
which has been conducted for the past 
three years is a monumental work and 
one which will have a noticeable effect 
upon the future of life insurance. Its 
importance as a guide cannot be over- 
estimated in regard to the selection of 
risks. 

This is the view of Dr. Henry A. 
Baker, medical director of the Pitts- 
burgh Life and Trust as expressed in 
his paper on the effects of his investiga- 
tion, delivered at the Dallas meeting of 
the American Life Convention. He re- 
ferred to it as “the text book of life 
insurance medicine.” Dr. Baker said in 
part: 


A New Standard 

“Before taking up in turn each of 
the impairments investigated, it is 
well to remind ourselves once more of 
the standard of mortality with which 
comparison is made. This Standard 
is the new Medico-Actuarial Table 
which is based on the experience of all 
the large companies with standard 
risks accepted between the years 1895 
and 1908. The rate of mortality shown 
by this table is considerably below that 
of the American Table upon which our 
rates are based, at ages under forty 
being about 58 per cent. of the Ameri- 
can and at ages over forty about 80 
per cent. of the American. 

“In considering the mortality ex- 
perienced in each of the medical im- 
pairments investigated we must, there- 
fore, discount the rigid selection which 
was practiced in the class accepted. In 
impairments which were believed by 
the medical directors to be very seri- 
ous ones such as _ blood spitting, 
syphilis, history of albumen, history of 
sugar, etc., the selection was un- 
doubtedly very severe. 

“In other words, such impairments 
were accepted only after all other un- 
favorable features were eliminated and 
the mortality experience is, therefore, 
upon a class which is far above the 
average in every respect with the ex- 
ception of the particular impairment 
under consideration. This fact renders 
it impossible for us to make any de- 
duction whatever from the mortality 
figures for such elements as favorable 
occupation, abstemious habits, good 
family history or fine physique. 

“We must presuppose all of these 
in the impairments now under con- 
sideration and impose an added penalty 
if they are not present. In other 
words the mortality experienced in 
these medical impairments is the 
smallest thit cau be expected and not 
the average experience upon all cases 
which were submitted to the compa- 
nies. The average cases were de- 
clined and only the best accepted.” 

Sugar in the Urine 

The speaker discussed a number of 
classes of impairments, among them 
being sugar in urine. He said in this 
connection : 

“When we remember the rules of the 
companies with regard to the accep- 
taace of sugar cases we expect this to 
be a standard class and such it has 
proved, saowing an average mortality 
of 103. 

“The term ‘Sugar in the Urine’ does 
not refer to cases which showed a per- 
sistent glycosuria, but only to those 
cases which showed a trace of sugar on 
one examination, and which were sub- 
sequently cleared up by several addi- 
tional negative examinations. The com- 
panies have been very cautious about 
accepting cases with a history of sugar 
in the urine, and the results have 
proved the efficiency of the methods 


employed in excluding the undesirable 
cases. 


Albumen Cases 

“The remarks made with reference to 
the sugar cases will apply also to the 
albumen cases. The risks accepted 
were those where the element of 
albuminuria had been cleared up to 
the satisfaction of the medical directors 
and it is evident that most of the im- 
paired cases were rejected, the average 
mortality being about 113 per cent. 

“It is stated by the committee that 
one large company has experienced a 
mortality of 150 per cent. on actual 
cases of albuminuria accepted as sub- 
standard risks. A result as favorable 
as this has been attained only in un- 
remitting care in selection and the em- 
ployment of the best known methods of 
home omce analysis. I do not look 
upon it as an argument for a more 
lenient treatment of albumen cases. 

Gall Stone Cases 

“The average mortality among all 
the cases accepted with a history of 
gall stones or hepatic colic was about 
130 per cent. and the ratio did not 
seem to vary much with the time 
elapsed since the occurrence of the 
attack, the mortality in cases over ten 
years old being about the same as in 
the recent cases. Of course, the re- 
cent cases may have been selected a 
little more carefully, but on the whole 
the evidence is conclusive that this is 
an impairment which persists through- 
out life. We have no statistics which 
would indicate the effect upon wmor- 
tality of any of the different opera- 
tions for the relief of gall stones, but 
I do not believe that any such cases 
can be accepted at standard rates until 
several years have elapsed and no 
symptoms of recurrence or of any 
operative sequelae have appeared. 

“The mortality among cases having 
a history of two or more attacks of 
gall stones was almost 20 per cent. 
of the expected. We should remember 
that overweight, indulgence in alcohol 
and other unfavorable factors, if pres- 
ent, add very materially to the extra 
mortality which must be expected in 
these cases. 

Blood Spitting Cases 

“Here again we must remember the 
rules of the company under which this 
class was selected. Most of the mem- 
bers of this group have been persons 
above the average in physique, of good 
habits and favorable occupation, who 
have shown no physical ‘signs of an 
arrested lesion after most careful ex- 
amination of the lungs. Few members 
were probably admitted below age 40. 

“Even with this care in selection the 
companies were not able to obtain a 
better mortality than 150 in the group 
where the attack occurred within five 
years of application and 130 where the 
attack was between five and ten years 
prior to the application. We have here 
proof that no case of blood spitting 
should be accepted at standard rates 
until at least ten years have elapsed 
from the date of its occurrence. Alli 
cases occurring within that period 
must be treated as substandard and 
proper additions made to the rating to 
cover selection against the company, 
heredity, underweight, unfavorable 
occupation or environment and age of 
applicant, the mortality, of course, be- 
ing more unfavorable at the younger 
ages.” 





HOLDERNESS AGENCY MANAGER 

The George Washington Life of 
Charleston, West Va., has appointed H. 
M. Holderness, manager of agencies. 
He has been executive assistant and 
acting secretary. George D. Helms be- 
comes assistant secretary. Mr. Holder- 
ness was formerly a member of the 
brokerage firm of Tillinghast & Holder- 
ness in New York city. 





NEW YORK LIFE PROGRESS 

it is reported by the New York Life 
that new business reported by a num- 
ber of its branch offices for September 
has already exceeded 15 per cent. or 
over that written in September, 1913. 
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BATES HEADS UNION MUTUAL 





Maine Company, Promotes Secretary 
Lang to Vice-Presidency— 
S. B. Phillips Secretary 





The official changes made in the 
Union Mutual Life of Portland, Me., 
following the resignation of the former 
president, Fred E. Richards, have just 
been announced. They occurred Sep- 
tember 29. 

Arthur L. Bates, who has been vice- 
president for twenty years was elected 
president and J. Frank Lang, who has 
been secretary for the same _ period, 
was elected vice-president. 

Sylvan B. Phillips, who has _ been 
second vice-president was elected sec- 
retary and the position of second vice- 
president was discontinued. The selec- 
tions are receiving general approval 
from the agency force. 

Company’s Statement 

The official announcement says: 

“Mr. Arthur L. Bates has been in 
the service of the Union Mutual during 
his entire business life, covering a 
period of nearly forty-five years, begin- 
ning as a junior clerk, and advancing 
through the several departments of 
the home office until attaining the 
positions, in successive order, of 
cashier, assistant secretary, secretary, 
and vice-president. He has been a 
member of the board of directors for 
more than twenty years, and has had 
not only long office experience, but is 
thoroughly familiar with the work from 
the field standpoint, having personal 
acquaintance with every representative 
agent of the company, as well as a 
personal knowledge of the surroundings 
and difficulties which go with various 
localities, which comes from having 
visited many times in past years all 
of the different agencies. He is, there- 
fore, especially thoroughly equipped 
for the responsibilities assumed, and 
hig election is welcomed not only by 
the entire official, agency and clerical 
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staff, but also by the many policyhold- 
ers of the company, particularly in 
Portland where he is best known per- 
sonally. 


“Mr. J. Frank Lang has been in the 
service Of the Company for a period 
nearly equal to that of Mr. Bates, and 
has filled various positions in the 
home office, including those of cashier 
and assistant secretary, following which 
he has been secretary as well as a 
member of the board of directors for 
the same length of time that Mr. Bates 
has been vice-president. He has 
thorough familiarity with every detail 
of the work, and his wide experience 
and knowledge of the business gives 
continued assurance that the interests 
of the company will be wisely safe- 
guarded. 

“The new secretary of the company 
has ‘been in the service nearly twenty- 
eight years, and for the greater part 
of the past twelve years as assistant 
secretary, his position having been 
changed during the latter portion of 
this period to second vice-president, 
which office, by the new arrangements 
made, has now been discontinued.” 





TABOOS SAN FRANCISCO TRIP 





Illinois Life Thinks Journey too Expen- 
sive for Agency Club—Asks for 
Agents’ Suggestions 





The Illinois Life is already asking 
for suggestions from its producers as 
to what shall be the feature of the 
Agency Club Convention for 1915. The 
idea of going to San Francisco has been 
given up because it is such a long and 
expensive trip to offer on the basis of 
$100,000 production. On the _ other 
hand if the requirements were raised, 
the group might be small. It has been 
suggested that a business session might 
be held in Chicago to be followed either 
by a trip to some summer resort oF 
a cruise on Lake Michigan. 
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THE PITTSBURGH INAUGURAL 


HUGH M. WILLET OUTLINES WORK 





President of National Association of 
Life Underwriters Emphasizes Year’s 
Problems—Wants More Members 





A careful summary of the problems 
of the business at the present time 
was contained in the inaugural address 
of President Hugh M. Willet of the 
National Association of Life Under- 
writers at the meeting in Pittsburgh 
Saturday evening. The taxation puzzle, 
the conservation campaign, the need 
for placing the membership mark at 
6,000—all these things were taken up 
in a comprehensive manner. 

Every indication is that the associa- 
tion movement will go forward under 
the new administration with ever in- 
creased vigor. The policies of the for- 
mer administration will not be changed, 
as they have been so successful in 
the past, 

The occasion was the fourteenth in- 
augural dinner given by the Pittsburgh 
Life Underwriters Association and the 
gathering was held in the English 
room of the Fort Pitt Hotel. Life 
insurance men of prominence from all 
over the country were present, includ- 
ing the officers recentiy eiected at Cin- 
cinnati, members of the executive 
council who also had a meeting at this 
time, and officers of local associations. 
The occasion was a memcrable one. 

President’s Address 

Following is the text of the remarks 
of Mr. Willet: 

“It scarcely seems to me that a year 
has passed since I was the guest of 
the Pittsburgh Association as an officer 
of the National Association. I am to-day 
under renewed obligations to you for 
your delightful entertainment of this 
evening. The past year has been one of 
intense activity in the National body 
and I will priefly allude to some of 
the things accomplished. 

“Undoubtedly the Education and Con- 
servation movement has been the most 
important undertaking of the last ad- 
ministration. This movement first 
took definite shape at the Memphis 
Convention in 1912, when a resolution 
was adopted calling for the appointment 
of a committee of five, with power to act 
on any plan approved by the executive 
council. 

“This committee of which Mr. Warren 
M. Horner is the inspiration and chair- 
man, has been hard at work on the 
problem for two years and reports of 
its operations were inade to the At- 
lantic City and Cincinonat: conventions 
and approved. The movement has now 
reached a point in its development 
where it may be necessary to employ 
the full time of a trained ¢xpert, under 
proper direction, to carry it forward 
to completion. It is the aim and pur- 
pose of the present administration to 
co-operate heartily with this commit- 
tee in working out some plan that will 
accomplish the most practical results 
with the least possible delay. 

Uniform Taxation 

“Another great movement during the 
past year has been directed toward 
securing lower and more uniform taxes. 
This committee has at its head a man 
of great intellectual force and indomit- 
able energy, Mr. Edward A. Woods, 
and the results already accomplished 
fully justify its existence. It is gen- 
erally admitted that the work of this 
committee, reinforced by the moral 
power of the National Association, was 
largely instrumental in securing the 
important modifications in the income 
tax feature of the tariff bill. 

“The present administration is in 
hearty accord with the efforts of the 
Taxation Committee to lighten the 
heavy burdens imposed on policyholders 
by the State and Federal Government. 
We shall also strive to impress upon 
local associations the importance of 
keeping close watch on legislation, to 
Prevent the enactment of harmful 
measures. 

“These great movements of Educa- 
tion, Conservation and Taxation, will 


undoubtedly receive a large share of 
attention this year. The ground work 
already prepared is magnificent, and 
the same capable hauds that laid the 
foundation are ready to carry on the 
work to completion 

“One purpose will be to select, edu- 
cate and develop as agents men ot 
character and influence, whose efforts 
will be directed along right lines and 
who will be conservers as well as pro- 
ducers of insurance. Such agents will 
help to convince the public that life 
insurance is an institution for service 
and an important part of the great 
forward movement now going on in 
the world. Such agents will also assist 
in checking the tendency observable 
in some directions toward State sys- 
tems of insurance, 

Text Book Being Prepared 

“The text book now in course of 
preparation will, when completed, be 
of incalculable value to managers and 
general agents, both in the field and 
in schools and colleges. Another pur- 
pose will be to bring policyholders into 
closer touch with the affairs of the 
companies in which they are insured. 
When these millions of policyholders 
are made to realize how much taxation 
increases the cost orf their insurance, 
or reduces the amount of the protec- 
tion that the premiums should pur- 
chase, they will certainly exert their 
influence to secure an equitable sys- 
tem of life insurance taxation. 

“The influence of the National Asso- 
ciation can be greatly enlarged by 
bringing into the organization a larger 
membership and instilling in them the 
high principles which characterize the 
association movement. By fcrming new 
associations in many localities not now 
organized and by taking in non-resi- 
dent members, it should be possible 
this year to extend our membership 
to beyond the 6,000 mark 

Burdens of Office 

“The constantly increasing burden 
of correspondence attaching to the 
presidency will make it impossible for 
me to travel as much this year as 1 
should like in visiting associations. | 
will, however, make such trips as my 
time and strength will permit, giving 
special attention to the South and 
Southwest, where the association move- 
ment is not so strong as in other sec- 
tions. I hone in this way to organize 
a number of new associations in cities 
not now represented, and to strengthen 
a large number of those already or- 
ganized. 

“The National Association is justly 
entitled to credit for all the reforms 
accomplished in field methods during 
the past quarter of a century. Those 
of you who are conversant with the 
conditions that prevailed twenty-five 
years ago will appreciate what that 
statement ineans. The work in which 
the Association is now engaged will 
still further improve those conditions, 
thus making it possible for agents to 
write a larger volume of business each 
year and »n such plans and with such 
understanding as _ will insure per- 
manency. 

“The recent convention at Cincinnati 
was a splendid testimonia! to the esti- 
mation in which the Life Underwriters 
movement is held. There was no diffi- 
culty in securing for the program the 
strongest and best-equipped men in the 
country to discuss the topics assigned 
to them. Without detracting from any 
former convention—and many notable 
ones have been held—1 think it is gener- 
ally agreed that the last one, in several 
important respects, surpassed all others. 
The program was carefully arranged; the 
addresses and discussions were intense- 
ly practical, and showed much thought 
and thorough preparation. A number 
of important resolutions were passed, 
to some of which I will briefly allude. 

Unworthy Agents 

“One of these requested the co-opera- 
tion of life insurance companies and 
insurance commissioners in the vari- 
ous States in eliminating from the 
business, for the protection and wel- 
fare of the public, irresponsible and 
unworthy agents. Another resolution 
endorsed the movement now making 
for the creation of a National Depart- 
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ment of Health, with a member of the 
President’s Cabinet at its head, and 
urged all members of life underwriters 
associations to support this and all 
practical efforts having for their object 
the conservation of human life. 

“In view of the present inclination 
among legisiators in some States lo- 
ward enacting laws ieading to the es 
tablishment of State insurance, a reso- 
lution was passed urging the Program 
Committee tc set aside sufficient time 
during the next convention for the con- 
sideration of the subject. It also urged 
that various associations should dis- 
cuss the subject with those interested 
in public matters, as well as legislators, 
with a view of reporting to the next 
National Convention their findings and 
recommendations. 

“Two amendments to the constitution 
were adopted. One of taese changed 
Section 1, Article 3, on the Executive 
Council, by substituting the word 
‘Treasurer’ for ‘Secretary.’ The other 
changed Section 2, Article 3, on mem- 
bership, defining a ‘regular legal re- 
serve company.’ The purpose of this 
last amendment was simply to correct 
an obscure phrase in the constitution, 
was not aimed at any lawful valuation 
method, and extended a warm welcome 
to young companies properly conducted. 

And now, in bringing my remarks 
to a close, I wish to ask your hearty 
co-operation, and that of every local 
association, with the officers, the Kx- 
ecutive Council, and all of the commit- 
tees, for it is only through such co- 
operation that they can hope to suc- 
ceed in the important work you have 
entrusted to their care.” 

Business of Meeting 

President William M. Duff of the 
Pittsburgh Association made an excel- 
lent presiding officer for the meeting 


which was attenced by nearly 30 
persons. A rally followed during the 
evening which was presided over by 
Charles Jerome Ecwards of New York 
city and about fifty new members 
were secured for the Pittsburgh Asso- 
ciation. 

At the meeting of the executive coun- 
cil the chairmen of the standing com- 
mittees were appointed and the rest 
of the committees will be filled later. 
It was announced, however, that the 
transportation ani convention arrange- 
ment committee for next year would be 
composed of Hugh M, Willet, Atlanta, 
chairman; Ernest J. Clark, Baltimore; 
Henry J. Powell, Louisville, and 
Edward A. Woods, Pittsburgh. 

H. R. Lewis, of Rochester, was 
named as chairman of the committee 
on convention clubs and attendance. 
The other members of the committee 
are as follows: Herbert RK. Sills, 
Richmond, Va.; L. C. Robens, Hart- 
ford, Conn.; H. Wibirt Spence, Detroit, 
Mich., and John L. Russell, Los 
Angeles. 

Institutional Advertising 

The subject of institutional adver- 
tising came up before the council and 
it was stated that the national adver- 
tising fund now amounted to over $23,- 
000 and that operations would be com- 
menced as soon as the $25,000 mark 
had been attained. This fund is out- 
side of the funds raised for loca] asso- 
ciation advertising campaigns. 

G. Russell Lecnard, the official 
stenographer of the association, made 
some excellent remarks which made 
a big hit while Prof. Ira G. Flocken, 
of the University of Pittsburgh, told 
of the life insurance course at that 
institution, which is considered the 
most comprehensive now in existence. 
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FEDERAL SUPERVISION PLAN 


DOUBT WHETHER WE WANT IT 








Difficulties of Constitutional Amend- 
ment Pointed Out by Dan W. Simms 
—Sees Danger in Change 





The subject of Federal supervision otf 
life insurance treated from both the 
standpoint of feasibility and possibility, 
was ably handled at the meeting ot 
the American Life Convention by Dan 
W. Simms, general] solicitor of the La 
Fayette Life of La Fayette, Ind. 

Mr. Simms said in part: 

“It is obvious that Federal super- 
vision, under the existing Federal Con- 
stitution, could be exercised only on 
the theory that life insurance is inter- 
state commerce, or an instrumentality 
thereof, within the meaning of that 
instrument. That life insurance is not 
interstate commerce would seem, on 
principle, too clear for debate. But 
strain and stretch the meaning of the 
phrase ‘interstate commerce’ however 
much we may, the Supreme Court of 
the United States has defined it in 
terms which neither lawyer nor lay- 
man May misunderstand and by its oft- 
repeated ipse dixit has decreed that 
life insurance is neither interstate 
commerce nor an_ instrumentality 
thereof.” 

At this point Mr. Sims quoted sev- 


eral decisions, including the famous 
Paul v. Virginia case. He then went 
on to say: 


“To the average lawyer, engaged in 
active practice, these decisions of the 
court of last resort would seem to have 
been sufficient to foreclose the question 
of the possibility of Federal supervision 
of life insurance. But one of the great- 
est insurance companies of the world 
still indulged the hope that a fresh 
case, tendering the modern relations 
of life insurance, could be so presented 
so that the high court misht be led to 
see the error of its ways and overrule 
these decisions covering an unbroken 
period of almost a half century. 


Deer Lodge County Case 


“Out of this hope came the case ol 
New York Life Insurance Co. v. Deer 
Lodge County, an action commenced 
in the District Court of Deer Lodge 
County, Montana, framed in such man- 
ner as to compel a decision of the sole 
issue: Is Federal supervision of life 
insurance possible under existing law? 
’“The company lost tn the local court, 
met a like fate in the Supreme Court 
of Montana, and promptly carried the 
case to the Supreme Court of the United 
States. So carnestly and ably was the 
issue presented to that -tribunal that 
it re-examined with great care all the 
decisions attacked.” 

Mr. Simms here ynoted from the 
opinion handed down December 15, 
1913, by Mr. justice McKenna, in this 
most recent case affecting Federal 
supervision. 

Not a Remote Possibility 

He then went on to say: 

“In view of this final disposition of 
the question, it will be perceived that 
under the organic law of the nation, 
as uniformly interpreted by the court 
of last resort, Federal supervision of 
life insurance is no lo1ger even a re- 
mote possibility. Indeed, it seems in- 
explicable that any lawyer could have 
persuaded himself otherwise these many 
years since. 

“But it is argued by able and learned 
men, experienced in life insurance in 
all its phases, that so great and press- 
ing is the necessity for Federal super- 
vision that a nation-wide campaign 
should at once be inaugurated to pro- 
cure an amendment to the organic law 
which will confer upon the Federal 
Goverment power to take charge of, 
control and supervise all of the busi- 
ness and activities of life insurance 
companies throughout the United States 
and its territories and pcssessions. 

“Passing for the moment the question 
of necessity and desirability, we meet 
at once the question which naturally 
suggests itself: Is it within the range 
of possibility to procure such an amend- 





ment to the Federal Constitution as 

will confer supervision and contro] otf 

life insurance upon the Federal Govern- 

ment, to the exclusion of the States? 
Cost of State Supervision 

“It is said that life insurance 1s 
now paying to the several tates seven- 
teen million dollars annually for State 
supervision. Conceding this, it must 
nevertheless be admitted that these 
States, under our present scheme otf 
government, are exercising sovereign 
rights and powers in supervising and 
collecting taxes upon this business. 

“It is true that these States may 
surrender, if they will, these rights, this 
sovereign power, to the Federal Gov- 
ernment. If two-thirds of both Houses 
of Congress shal propose the amend- 
ment under consideration; or if, upon 
application of two-thirds of the States, 
a constitutional convention shail be 
called that can be induced to propose 
the amendment, and if three-tourths 
of the States can thereafter be found 
sufficiently willing to surrender these 
rights and powers to ratify such amena- 
ment, then, but not untii then, may 
Federal supervision become an accom- 
plished fact. 

Double Supervision 

“In view of the fact that Federal 
supervision, it it can be secured at all, 
means double supervision, is it desir- 
able or feasible, from a business or 
economic standpoint? The answer to 
this question necessarily depends upon 
and involves the fundamental plans, 
policies and purposes of the corporate 
bodies engaged in the business. 

“If, however, life insurance should 
conceive that by virtue of its character 
and magnitude, its influence and power 
and the supreme wisdom of its pru- 
dential managers, it is at least a co- 
ordinate branch of the government; if 
it should convince itself that among 
its functions were the privileges ol 
making and unmaking executives, legis- 
lators, jurists, and creating and dom- 
inating governmental commissions; and 
if it should conclude that it would best 
promote its own welfare by combining 
and assembling under one gigantic, 
colossal management, the directors ot 
which would be hailed as world leaders, 
international statesmen then, and in 
such event, would it desire Federal 
svpervision et any cost. 

“But a desire born of a dream so 
chimerical, emanating from a concep- 
tion so fallacious, springing from a 
motive so vicious and inimical to 
wholesome government, can be of no 
controlling force or aid to us in de- 
termining what the companies, of which 
the American Life Convention is com- 
posed, most need.” 

Commends Commissioners 

The speaker in vtommending the 
activities of the Nationa! Convention 
of Insurance Commissioners says: 


“No special] interest cr company, 
large or small, has swerved them in 
the discharge of their duty. Co-oper- 


ating with them, the State departments 
and the insurance companies have given 
us regulation and supervision which 
in an increasing measure is coming to 
be based upon knowledge of conditions, 
comprehension of the aecessities of the 
situation, and a more intimate personal 
acquaintance among those who conduct 
and those who supervise the business. 
Supervision of this character has been, 
and I assume continues to be, the aim 
and hope of this organizat‘on. Indeed, 
one of the tenets of faith, one 
of the prime purposes of its organiza- 
tion, was opposition to Federal super- 
vision.” 


its 


AMERICAN HOME LIFE CHANGES. 


J. W. Bryan, former superintendent 
of agents of the International Life of 
St. Louis, has been made vice-president 
and general manager of the American 
Home Life of Fort Worth, Tex., the 
control of which company has just 
passed to the International. No presi- 
dent has yet been elected. W. C. Dug- 
ger, secretary and treasurer, and Dr. 
Clay Johnson, medical director, remain 
in the service of the Texas company. 
The other officers have resigned. 
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Assets 
Reserve ...... 
ee 
Death Losses 


Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 





The Meridian Life Insurance 
INDIANAPOLIS, IND. 
Insurance in force, Dec. 31st, 1913......... - $23,869,332.00 


ee eee eee eeee 
ae 
eee ee eee eee ee ee ee eeeee 


The liberal up-to-date policies issued by this Company are clear and 


definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 


Co. 


2,455,653.33 
1,803,659.29 
453,249.23 
105,363.49 











SCOTCH SOLDIERS 


No Extra Premiums are Charged the 
Volunteers By the Scotch 
Life Companies 

James Graham Watson, manager of 
the Scottish Provident Institution and 
chairman of the Scottish Life Offices’ 
Association, in a letter to the British 
Press, pOints out that the Scottish Life 
offices have throughout taken the same 
liberal view as the English offices in 
the concessions which have been made 
respecting war extras to the members 
of the subsidiary branches of the army 
and navy services on their taking ac- 
tive part with the present expeditionary 
force. They have agreed to recommend 
to the Scottish companies that in the 
case of territorials volunteering for 
foreign war service and in the case of 
new levies for this war only, no extra 
premiums for war risks shall be 
charged in respect of existing policies. 
If, however, policyholders continue in 
military service after the conclusion of 


the war, then they will become liable 
to extra premiums for war risks in the 
Same way as those serving in the regu- 
lar army. In the case of the regular 
army, an extra premium of five guineas 
per cent. for one year or less is to be 
charged on the existing assurances of 
combatants, and three guineas per cent. 
for non-combatants. For new assur- 
ances the extra charge for combatants 
is to be seven guineas per cent., and 
for non-combatants five guineas per 
cent. With regard to those serving in 
the navy, affoat at home or abroad, it 
is recommended that in the case of 
combatants or non-combatants there 
should be an extra charge of five 
guineas per cent. On existing policies, 
and of seven guineas per cent. on new 
assurances. For those engaged ashore 
in home service no extra premium is to 
be charged. It is also recommended 
that no extra premium should be 
charged on the assurances of the Royal 
Naval Volunteer Reserve and the Royal 
Naval Reserve. 
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NEED CIVIL SERVICE SCHEME 


IT 





MANY COMPANIES LACK 





Cc. M. Cartwright at American Life Con- 
vention Deplores Training Men For 
Competitors’ Use 





Reflections of a most practical char- 
acter on the present trend of the iife 
insurance business, were given in the 
paper delivered before the American 
Life Convention by C. M. Cartwrigut, 
managing editor of the “Western Under- 
writer.” Mr. Cartwright thought it a 
mistake to train agents and then have 
them snapped up by other compan'es 
when they were just beginning to be 
efficient. It happens frequently from 
a lack of civil service among the com- 
panies. 

Another good point brought out by 
the speaker, which shows him to be 
a close observer of life insurance de- 
velopments, was the over-eagerness Dy 
some companies at the present time 
to make a showing better than anyone 
else on dividends. The benefits to the 
beneficiary through the protection at- 
forded by the institution of life imsur- 
ance are being lost sight of through 
figuring what yearly dividends a policy- 
holder is going to obtain. These are 
only a few of the matters suggested jor 
remedy by Mr. Cartwright in his ta!k 
which was in part as follows: 

Lapsing of Agents 

“One of the great problems in your 
business, and one of the conditions 
that has appalled me, is the vast waste 
both of time, money and energy founda 
in the lapsing of agents and lapsing OI 
business. In employing agents you 
start a hundred men to work, and it 
you get one or two out ot that number 
that are really worth while you are 
satisfied. 

“Life insurance work in the field I 
know is peculiar. Boys do not begin 
soliciting and train as apprentices, hut 
your recruits are largely all men of 
older years who are taken from otner 
lines of business and go to work with- 
out much schooling. It has seemed 
to me that one reason why so many 
agents fail to make good is the tact 
that they enter the field without sutti- 
cient training, and that when they are 
started, their schooling for your busi- 
ness ceases so far as actual instruc- 
tion is concerned. 

“An agent begins work, is given a 
day or two of training, is handed a 
rate book and told that the whiwe 
world and all the people in it are his 
prospects. His teacher loses sight ot 
him. He has not learred to be tis 
own master as a life insurance mn. 
He meets difficulties and obstacles oz 
all kinds. His superior bas too much 
to do to keep in touch with him. ise 
has other men to look after. The 
agent finally becomes’ discouraged, 
meets with bad luck and drops out. It 
occurs to me that if we would start 
fewer men to work and keep after 
these men longer, make our trainiwg 
more efficient and give these age ts 
personal attention for months, if neces- 
sary, until they are masters of their 
calling, we would find fewer failur-s. 

Lapsation of Business. 

“The question of lapsation of agents 
is on a par with the lapsation of busi- 
ness. How to writ? insurance that will 
stick and stay on the books is cer- 
tainly one of the vexing questions tiat 
confronts every ycompany. If I had 
the solution of this problem with me 
and patented, in a few years I prob- 
ably would possess all the wealth o1 
Texas. We note the loss ratio of one 
company is much less than that- o 
another; that the business of one agent 
persists more tenaciously than that of 
another. It occurs to me that it wouia 
be most valuable information for each 
company to make a very careful survey 
of its lapsed policyholders and ascer- 
tain the real cause of their withdrawai. 
Perhaps one of the chief reasons why 
business lapses, is due to the fact that 
the agent does not place policies right 
in the first place. 

“Another cause of lapsation of busi- 
ness is due to so-called ‘trick’ policies. 


Cumpanies promuigate contracts with 
a Calch penny phrase, or some teat' -e 
lhat 18 more or jess deceptive, and tue 
poulcyhoider is ied to beiueve that we 
at iast has found the jinai word in life 
iusurance,. Later he discovers that "e 
has been miusied. His antagon:sm 
against the company is aroused and he 
arops his policy. 
Twisting and Misrepresentation 

“Another of the most prolific causcs 
of lapse is due to twisting and :nisrep- 
resentation on part of agents in the 
field, who are oniy interested in saying 
or doing something :o disiodge a man 
trom his present policy so that they 
can edge in with their own. 

“Another defect in fieid work of life 
insurance that has often presented 
itself to me is the Jack oi Civil service, 
so to speak. A general agent probably 
has three or four excellent subagents. 
Each one has started in the work, has 
stuck to it, has learned it and has be- 
come a master in production. Naturally 
such an agent is ambitious. He has 
the right stuff in him, and hopes some 
day to be a general agent himself. He 
rightfully anticipates the time when he 
can reach the highest pusition in the 
field. His company has a vacancy in 
some other city, and instead of going to 
its own agency ranks to fill it, it seeks 
a@ man from some other company, 
usually some subagent who has also 
had his eye out for a managership with 
his own company. 

Trained for Other Companies 

“Here we have companies training 
subagents to become general agents ot 
other companies. I have a case in mind 
just now. A subagent whom I know 
very well is a man of great force and 
capacity, who produces something like 
$250,000 of business a year. He 1s 
identified with one of ovr most excel- 
lent companies. He has expressed to 
me in times past his ambition to be- 
come a general agent of his company. 
He has reached the conclusion that his 
company will never give him this op- 
portunity. The reason is probably very 
apparent. The general agent does not 
want to lose a good man, and his com- 
pany hesitates to dislodge him. This 
company the other day iad a vacancy 
in one of the enterprising cities of the 
East. This agent of whom I speak 
would have been very glad to have 
gone there. He would have considered 
it a distinct promotion. 

“Doubtless the most prolific cause of 
prejudice against life insurance has 
come from the work of dishonest, 
crooked and careless agents. This con- 
dition probably can be charged up both 
to such agents and the companies that 
employ them. 

Financial Question a Big One 

“One of the great probiems that con- 
fronts life insurance companies to-day 
is the financial department. It seems 
to me that our life insurance companies 
need to be as free from all entangling 
influences as possible when it comes to 
investments. Here is a fund that is 
sacred, if there ever existed a sacrea 
fund. To me life insurance should be 
free entirely from the so-called com- 
mercial side. There should be no op- 
portunity for large private gain. Fi- 
nancial juggling and high finance of 
every character should not be used to 
exploit. private enterprises. 

“Dividenditis” 

“Are we not in this day and age of 
the world afflicted with what someone 
called ‘dividenditis’? lt seems to me, 
as I hear life salesmen talk, that divi- 
dends constitute the main feature and 
fibre of a policy. What a beneficiary 
will receive at death; what the values 
and provisions are, what actual service 
is to be rendered, apparently do not 
occupy so much attention as_ the 
amount of dividends a policyholder will 
obtain from year to year or at the end 
of some period. If during the New 
York investigation the fact was brought 
out that our companies were paying 
too high commissions, and the cost 
was too great; if the mad race for busi- 
ness at that time Was leading to cer- 
tain evils, Mav not we pause at this 
time and inquire if the dividend speed 
limit is not being exceeded? Is it not 


t'me for agents to deal with the real 
fundamentals of life insurance instead 
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of talking of one of its decorations’? 
All of us appreciate net cost in life in- 


surance, but after all there is much 
more to be considered than this. 
Is Life Insurance on Trial? 

“Is life insurance conducted by pri- 
vate corporations on trial? This may 
be a mooted question. It has cer- 
tainly been tested and tried and not 


found wanting; but we have through- 
out the country those who are advocat- 
ing State life insurance. The tendency 
is to go to the Government with all our 
ills and troubles and seek a solution. 
Many of our citizens seemingly desire 
to stifle private initiative. While we 
deplore this sentiment, we must not sit 
idly by and count it as without influ- 
ence. Already one State is engaged in 
the life insurance business, and doubt- 
less in many of the legislatures during 
the coming season bills will be intro- 
duced to provide for State life insur- 
ance, and they will receive cons‘der- 
able support. 


Must Prove Equal to Task 

“The message that I bring to you is 
that the officers of our companies to- 
day must prove equal to the great bus!- 
ness in which they are engaged. They 
must show to the people that life in- 
surance written by »rivate companies 
gives better indemnity, a larger service, 
more ample provisions, more satisfac- 
tory returns, than State life insurance; 
that private corporations can be con- 
ducted as economically and more etti- 
ciently, and reach a larger number 
of people and accomplish more than 
the State conducting a similar enter- 
prise. The points that I have men- 
tioned to-day need to be considered in 
this connection. Our companies must 
live up to the limit of their capacity, 
and when measured with State insur- 
ance must be found to be of greater 
stature, capable of doing a larger and 
better work in the field of beneficence 
and protection.” 





CONVERTIBLE TERM POLICIES 





Penn Mutual Life Discusses Allowance 
for Changes —Figuring Reserve 
Credits Permitted 


The Mutual Life 
announcement to its agents discusses 
the allowance of reserve credits upor 
changes of convertible term policies at 
the attained age of the insured. It says: 

“In connection with the allowance 
of reserve credits upon changes oat 
Convertible Term policies at the at- 
tained age of the insured, the cuestion 
has arisen as to how far such a change 
may be dated back and still be entitled 
to the Term reserve. The privilege ot 
conversion as contained in the Con- 
vertible Term policies provides that 
the new higher premium shail be dated 
from the date of surrender of the Term 
policy and accordingly, if strictiy in- 
terpreted, would not permit the allow- 
ance of a reserve credit if the new 
policy were dated prior to the date otf 
surrender. 

“The Company’s practice, however, is 
to classify as new business not only 
all changes of Term policies that bear 
the date surrender, but also changes 
which are dated back not more than 
one year; and in view of this practice 
it has been decided to grant a reserve 
credit on all cases which the Company 
would classify as new business. Ac- 
cordingly, the rule now is to allow a 
credit of reserve under all changes of 
Convertible Term policies at the in- 
sured’s attained age whenever the new 
policy bears the date of surrender or 
a date not farther back than one year. 

“This allowance of the Convertibie 
Term reserve should not be construed 
to mean a cash surrender value, as 
the credit is not available in cash but 
only in reduction of premiums on the 
new policy.” 


Penn in a recent 
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OVER-THE-COUNTER INSURANCE 

Selling life insurance through the 
medium of savings banks is not all it 
is advertised to be. The Massachu- 
setts Insurance Department’s annual 
report proves this, even if further testl- 
mony was necessary. 

The much acclaimed plan developed 
in the Bay State three or four years 
ago which was to revolutionize the 
life insurance business, has simply 
fallen flat. 

The Massachusetts report shows con- 
clusively that the total new premium 
income secured last year in the 
State of Massachusetts under the sav- 
ings bank plan, was $36,195.88, while 
the total premium income from all the 
business in force was $114,175.73. 

It is likewise noticeable that in the 
case of each of the four Massachusetts 
banks handling the insurance feature, 
the insurance in force decreased last 
year. Evidently now that the agita- 
tion for cheap insurance has died 
down somewhat, interest in the scheme 
has been lost. 

It was never practicable and there 
never was any positive demand for 
this kind of over-the-counter business. 
It was foisted upon the public of Mas- 
sachusetts with legislative sanction to 
fill a want which did uot exist. This 
is very evident. 

When it is considered that the total 








insurance in force throvgh the sav- 
ings bank plan is but $3,150,000—a 
sum, which many single agencies of 


individual companies ar2 able to write 
every year, the utter hopelessness of 
the over-the-counter plan must be patent 
to all. 





CONVENTION ADDRESSES 

Interesting as are the proceedings of 
the different conventions of insurance 
men, this fall they can be made even 
more attractive if the chairmen of pro- 
gram committees will put a time limit 
on the speakers. While many papers 
are sO important and educational that 
justice to the topic covered cannot be 
secured in five or ten minutes, at the 
same time there is a tendency to go to 
the other side of the fence, illustrated 
by the delivery of one paper which con- 
tained 10,000 words. Even such a 
clever wielder of the blue pencil as the 
gifted editor of Chicago’s leading insur- 
ance paper read a paper at a life in- 
surance convention which would take 
more than four columns space in The 


Eastern Underwriter if printed in full. 
Editors, when transformed into speak- 
ers, should be terse. It is more effec- 
tive; more enjoyable to auditors; more 
interesting to readers. That brave old 
maxim. “Brevity is the soul of wit” 
seems to have fallen into the discard, 
so far as convention orators are con- 
cerned. They should take the aphorism 
from the shelf, dust it thoroughly and 
then keep it constantly in view. 





A GRACEFUL OCCASION 

It was a felicitous act on the part of 
Governor Fielder of New Jersey to ac- 
cept an invitation to meet socially the 
special agents of fire insurance compa- 
nies traveling in that State. The 
specials, On the other hand, found much 
pleasure in shaking hands with the 
Governor and seeing him at close 
range. It was a graceful occasion for 
all concerned. The closer the relation- 
ship between public officials and insur- 
ance men the better understanding 
will each have of the other’s point of 
view, and such acquaintanceship will 
wipe out possible friction which should 
not exist. 





ENTERTAIN MORRISON 

John A. Morrisou, the former secre- 
tary of the National Association of 
Casualty and Surety Agents, was en- 
tertained in Washington after leaving 
the White Sulphur Springs convention. 
Those present were Eugene G. Adams, 
Holcomb G. Johnson, W. H. Ronsaville, 
A. H. Baker, Orvilie Drown, George ‘I’. 
Parker, Willis W. Parker, Irving E. 
Smith, Edwin Callow, J. A. Clarke, W. 
W. Curry, George W. Lynch, C. M. 
Wright, J. Stanley Long, L. L. Bowen, 


W. M. Lodge, Frank Tully, Edgar K. 
Legg, Edward Tarring, Thomas A. 
Weedon, M. Volberg, E. S. Brashers, 


Leroy Goff, Horace Winter, T. P. Bo- 
land, Leroy Mark, Lee B. Mosher, W. 
H. Patterson, Joseph F. Randall, Bert 
Nye, Orion L, Kenney, Waldo W. Ward, 
Ira Artman, Robert B. Cummings, UC. 
E. Hood, John G. Graham, Tom Green, 
and W. B. Hardy 





WAS OLDEST DISTRICT MANAGER 

F. B. Holdridge, manager of the 
Metropolitan District of the American 
Surety Company of New York, who died 
recently, was the oldest district man- 
ager in the Company’s service, having 
served as manager of the Middle, East- 
ern and Metropolitan Districts success- 
ively. 

Mr. Holdridge entered the service of 
the American Surety Company of New 
York on September 1, 1901, as an ex- 
aminer of fidelity applications, and on 
June 1, 1904, was appointed special 
agent, with headquarters at New York. 
During the succeeding few years he 
was very active in establishing and re- 
organizing many branch Offices at im- 
portant cities in the East and on the 
Pacific Coast. When the Middle West- 
ern District of the Company was or- 
ganized on July 1, 1910, Mr. Holdridge 
was appointed manager, with offices at 
Chicago. Subsequently he was in charge 
of the Eastern District, and recently of 
the Metropolitan District. 





The State Insurance Fund will here- 
after charge only the uniform $5 mini- 
mum premium for six months’ insur- 
ance in the case of all risks. This 
means that the higher minimum pre- 
miums hitherto charged for vessels and 
some other classes of risks have been 
abolished. 





William H. Conroy, of the Massa- 
chusetts Bonding and Insurance Com- 
pany, has been elected president of 
the Surety Underwriters Association 
of New York. 





Franklin W. Fort, secretary of the 
Eagle Fire has applied for membership 
in the Western Union. 








3 The Human Side of Insurance ‘| 























SARA FRANCES JONES 


Miss Sara Frances Jones, manager 
of the Chicago Woman’s Agency of the 
Equitable Life has had extraordinary 
success in her chosen work in the West- 
ern city. As head of the only 
woman’s agency in Chicago she occu- 
pies a unique position among life in- 
surance producers and has made good 
in every way including being able to 
qualify for the Central Century Club 
of the Equitable. She was the only 
woman delegate at the Cincinnati Con- 
vention of the National Association of 
Life Underwriters, and is much in- 
terested in the work of the Chicago 
Association of which she is a member. 
Miss Jones has her own ideas about 
conducting a life insurance agency for 
women, which she has given in terse 
comment in another column of this 
paper. 

- 7” . 

Winslow Russell, manager of agen- 
cies of the Phoenix Mutual Life of 
Hartford, is celebrating the completion 
of ten years’ service in the agency 
work of the Company at the home 
office. Mr. Russel! is an agency man- 
ager who has not hesitated to do things 
different even if it did mean the over- 
turning of established traditions in 
field work. Not cnly this but he has 
been uniformly successful in securing 
and educating producers worth while 
who have been striking exemplifica- 
tions of his theory that intensive culti- 
vation produces big results. Mr. Rus- 
sell’s theory that “poor producers cost 
good producers mcney,” is being more 
recognized every day. His idea of 
weeding out the sluggards and the men 
who only carry rate books as an orna- 
ment is placing the Phoenix producing 
staff on a basis second to none, 

As cashier at one time in the Boston 
office of the Connecticut Mutual and 
later as a partner in the Boston Gen- 
eral Agency of th Phoenix, Mr. Russell 
came into close contact with the men 
in the field. He became assistant su- 
perintendent of, agents when called to 
the home office of the Phoenix about 
ten years ago and later was placed in 
full charge of this department. Be- 
sides his energetic business career Mr. 
Russell is active in religious, political 
and social welfare work. 

o . s 


Frank Taylor, New Jersey special 
agent of the Hartford Fire, showed a 
few days ago that he has considerable 
influence in that State, when a regular 
passenger train stopped at his resi- 
dence in order to take some of his 
guests to Newark and other points 
along the line of the Erie Railroad. 


Alexander J. Hemphill, a new director 
of the Fidelity & Casualty Company, is 
president of the Guaranty Trust Com- 
pany, which has resources of $200,000,- 
000, the largest corporation of the kind 
in the world. His broad experience in 
finance and in the railroad world—he 
was secretary of the Norfolk & West- 
ern and with the Pennsylvania for 
years—will make him a valuable ad- 
viser on the F. & C.’s board. 

* *” at 


John E. Smith, the new underwriting 
manager of the First National, was at 
one time a city councilman in Hart- 
ford, Conn. 

7 + * 

Ralph G. Potter, the hard working 
secretary of the Underwriters Associa- 
tion of New York State, has been elect- 
ed president of the new City Club of 
Syracuse, N. Y. The club will occupy 
a three-story building in South Warren 
street, Syracuse. Mid-day luncheons 
will be a feature, and a number of in- 
surance men are members. 

* * ” 


Lieutenant John J. Sheedy of the 
Albany Protective Department, was 
presented with an honor medal for dis- 
tinguished bravery on October 3, by the 
Albany Field Club. At the same time 
a similar medal was presented to the 
Albany Fire Devartment by the Albany 
Board of Underwriters. The Albany 
Field Club is an organization composed 
of fire insurance special agents, resident 
in Eastern New York and representing 
the old line stock insurance companies. 

~ * * 


H. B. Zevely, who was elected re- 
cently a vice-president of the American 
Surety and placed in charge of the un- 
derwriting on the Pacific Coast, with 
headquarters at San Francisco, will 
take up his new duties in the West 
about November 1. He will handle the 
underwriting as the head of a new de- 
partment there. Mr. Zevely has been 
connected with the American Surety 
for about twenty years and has filled 
various positions in the Company with 
ability. He was formerly secretary of 
the Company and was also formerly 
superintendent of the fidelity depart- 
ment. 

. * ” 


President George |. Cochran of the 
Pacific Mutual Life has been in New 
York city during the past few days on 
his way back to Los Angeles following 
a European trip. Mr. Cochran was 
accompanied by his wife. The presi- 
dent of the Pacific Mutual will be par 
ticularly well remembered by Eastern 
life insurance men as a most compet- 
ent chairman at a recent annual meet- 
ing of the association of life insurance 
Presidents. Mr. Cochran is prominent 
in the work of the Panama-Pacific Ex- 
position and also is interested in the 
World’s Insurance Congress. Secretary 
C. I. D. Moore and Third Vice-President 
L. A. Phillips have also been recent 
visitors in New York city. 

* x ” 


President Hugh M. Willet of the Na- 
tional Association of Life Underwriters 
is a man who is very much respected 
in his home community at Atlanta, 
Ga. His associates in the life insur- 
ance business last week tendered him 
a complimentary banquet at the Pied- 
mont Driving Club which was given 
under the auspices of the Georgia Asso- 
ciation of Life Insurers. There were 
fifty guests including the Mayor of At- 
lanta, Insurance Commissioner William 
A. Wright, Vice-President W. C. John- 
son of the Columbian National Life and 
others. Mr. Willet in responding to 
the tributes of esteem stated that life 
insurance had now become one of the 
learned professions and that the stand- 
ard of men in the ranks is being 
gradually raised by means of the 
Association movement. 
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PASSING ON UNDERWRITING 
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DEPARTMENT ‘EXAMINERS’ 





New York Examination of Mutual of 
Albany Raises Questions 
That Interest Street 





A report of the Mutual Fire Insur- 
ance Company of Albany made by the 
New York Insurance Department has 
raised several interesting questions 
among local underwriters because ot 
criticisms which the department’s ex- 
aminer (in this case, Charles H. Ward- 
ner), made of the underwriting methods 
of the company’s New York State gen- 
eral agent and the criticism, also, 
tbat the commissions paid the general 
agent are too high. 

The points raised are these: First: 
is an insurance department exa™niner 
qualified to tell how much liability 
should be carried in any one district, 
in any one block, on any one line? 

Second: Can the general agent of 
a fire insurance ccmpany in New York 
State conduct the general agency profit- 
ably at 30 per cent. commission? 

The report on the Mutual Fire In- 
surance Company of Albany found no 
feult with the financial statement of 
the Company, which has admitted as- 
sets of $292,184, and a surplus of $2t:,- 
806, but in referring to the Albany 
underwriting management and the New 
York general agent the Department 
said: 

The Criticisms 

Neither the officers of the Com- 
pany, the board of directors, nor 
the manager should make a con- 
tract or acauiesce in an arrange- 
ment which apparently delegates 
to the State agents full authority 
to determine the class of business 
and the amount of liability, which, 
in their judgment, seems proper for 
the Company to assume. The man- 
ager of the Company and the di- 
rectors should have and exercise a 
closer supervision over the char- 
acter and amount of the business 
accepted for the Company througn 
this general agency, to the end that 
its interests may be properly safe- 
guarded. 

The business of the Company 
transacted by this general agency 
has not been profitable, and the 
result so far under the broad terms 
of the agent’s employment has beer 
the acceptance of businesq that 
has not been for the best interests 
of the Company, the risks being 
largely of an undesirable class, and 
the amount of liability in many 
cases being far in excess of what 
the Company could safely assume, 
a certain amount of the bus'ness 
being taken by unwarranted low 
rates. It is suggested that the au- 
thority given the agency manager 
be restricted and properly a¢fined 
on the lines as above indicated 
and that the agency manager e 
subject to greater supervision by 
the home cffice than heretofore. 

Take Daily Reports to Hearing 
A ‘New York underwriter who is in 

ciose touch with this situation said: 
“This brings up the question not only 
6s to the authority of the insurance 
department to criticise a companys 
management when it has not shown 
a deficit or some irregularities. It also 
reises the point as to whether an ex- 
aminer for the State department 1s 
capable of underwriting business 
through an entire State or in cities 
by simply glancing over the home office 
records of the business, and not the 
general agent’s dailies which contain 
the information.” 

The hearing mentioned by the Depart- 
ment examiner was interesting, the 
feneral agent arriving upon the scene 
with the daily reports of the lines 
which had been criticised and showing 
that the net lines were not only smail, 


Fire Insurance Daiertnent 











the reinsurance being considerable, but 
that these net lines were many hundred 
per cent. lower than the lines written 
by some of the larger and older estab- 
lished stock companies. In other cases 
it was shown that there was a loss 
limit on policies much smaller than the 
face of the policy. 
30 Per Cent. Commission 

The commission of the general agent 
is 30 per cent. He appoints agents 
throughout the State. Out of this ne 
pays all expenses and local agents 
commissions. The examiner thougnt 
that this commission was too nign. 
The defense was that as a generat 
proposition general agents of fire in- 
surance companies are paid 35 per 
cent., with a ten per cent. contingent. 





THE SALAMANDRA’S' TREATIES 





Jakor, Insurance Company of Moscow, 
Paternelle Have Reciprocal Arrange- 
ment With Company 





Reports on the reinsurance compa- 
nies are Of particular interest at this 
time. The New York Insurance De- 
partment has recently completed an ex- 
amination of the United States branch 
of the Salamandra. Regarding the 
Salamandra’s own reinsurance con- 
tracts the Department says: 

“The United States branch of the 
Company had on date of examination 
a number of reinsurance contracts, all 
of which are in practically the same 
form and vary only as to the territory 
covered, proportion of business ceded, 
rate of commission and the items such 
commission covers. 

“In addition to the above the United 
States branch of the Company had re- 
insurance treaties in force with the 
United States branches of the Jakor In- 
surance Company of Moscow, the 
Paternelle of Paris, Second Russian of 
St. Petersburg. These three treaties 
are reciprocal, the Salamandra ceding 
a portion of its own business to each 
of the above companies, and each one 
of them ceding a portion of its own 
business to the Salamandra. 

“The Company had on March 31, 1914, 
a contract of reinsurance in force with 
the International Insurance Company 
of New York, under the terms of which 
a portion of the Salamandra’s own 
business is ceded with the International, 
This contract, as of April 1, 1914, by 
mutual consent was transferred to the 
Hamburg Assurance Company of Ham- 
burg, Germany. On December 31, 1913, 
the Company reinsured one-sixth of its 
entire premiums in force with the 
Paternelle Fire of Paris. The amount 
of premiums in force so reinsured was 
$600,161, the unearned premium re- 
serve thereon being $319,043.” 

The net annual premium income of 
the Salamandra is given in this report 
as nearly $2,500,000. 





AGAIN A FIELD MAN 





W. F. Ingraham Given Eastern New 
York Special Agency for Phoenix 
of London 





In line with the present policy of 
the Phoenix of London to assume a 
greater agression in handling its 
affairs here, William F. Ingraham has 
been appointed special agent of the 
Company for Eastern New York with 
headquarters at Albany, 

Mr. Ingraham has been identified 
with the Phoenix for a number of years, 
first as a special agent in New Eng- 
land and later in New Jersey, being 
called from the latter post to assume 
charge of loss adjustments in and 
about New York city. 

N. G. Rogers, of Rochester, has super- 
vised Western New York for the Phoe- 
nix for nearly twenty-five years. It 1s 


reported that he will be called to the 
head office at this city. 
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PAY LOSS IN FULL 





Majority Companies Settle Poughkeep- 
sie Claim of W. E. 
Stoddard 





Local agents at Poughkeepsie, w. Y., 
are considerably interested in the re- 
cent payment of the loss suffered by 
W. E. Stoddard, a dealer in fruit, con- 
fectionary and cigars, at their city. 

Insurance upon the stock and fix- 
tures in the store was placed through 
the agency of Frost & Luckey, the 
companies favored being the Hartford, 
London & Lancashire, Niagara, North 
British, and the Nassau-Dutchess. 

A rider attached to the policy of the 
Hartford granted the assured the right 
to carry a stock of fireworks for thirty 


days. After the expiration of this 
period an explosion occurred in the 
store, causing a heavy loss. Denying 
complete liability Special Agent W. 
Lenox for the Hartford, effected a 
fifty per cent. settlement, assuming 


that the representative of the General 
Adjustment Bureau, who was familiar 
with the agreement, would pay upon 
the same basis for the other companies 
interested. The latter, however, de- 
cided to settle in full and checks were 
sent the assured under that arrange- 
ment. 





NEW BRITAIN PROTESTS. 


New Britain (Conn.), daily papers are 
making a considerable fuss over an 
increase in rates in that town by the 
New England Insurance Exchange. The 
increase is estimated at 25 per cent. 
The New Britain “Herald” pretends to 
be mystified and says that the city has 
made tremendous strides in fire protec- 
tion, and has enlarged the fire zone. 
“The blow came like a bolt from the 
blue,” the paper says. 





The First National of Washington has 
been relicensed in Massachusetts. 


REWRITE ALL SPRINKLER RISKS 





Unusual Activity in New York Over 
Conflicting Opinions Regarding 
New Exchange Rules 





Practically every sprinkler risk in the 
territory of the New York Fire Insur- 
ance Exchange of the 30 per cent. was 
recently cancelled and rewritten. This 
unusual activity arose over the action 
ot the Exchange in passing new term 


and other rules for the writing of 
sprinkler business, also providing that 
all sprinkler iisks above a _ certain 


grade should be re-rated. The interpre- 
tation of the ruling being in doubt it 
was submitted to the Arbitration Com- 
mittee, which made a ruling which it 
thought fair. However, there were so 
many conflicting opinions regarding the 
original ruling, companies having bound 
business according to their various in- 
terpretations, that when the matter 
was presented to the Exchange and it 
realized the chaos which existed and the 
obligations on the part of the various 
companies who had bound risks, the 
Exchange to relieve the situation 
amended the ruling of the Arbitration 
Committee so that all the companies 
would be permitted to cancel and re- 
write insurance on all risks to be rated 
under the new sprinkler schedule at 
the rates in force on September 9, sub- 
ject either to the old or new rates or 
any combination thereon regarding 
term business, co-insurance, pattern 
clause, etc. 





J. H. LEONARD’S COMPANIES 


The J. H. Leonard Insurance & Real 
Estate Agency, of Albany, N. Y., an- 
nounces that it is now representing the 


following companies: Arlington, Ari- 
zona, National of Hartford; Seneca, 
Sterling. 
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BRITISH-GERMAN TREATIES 


NOT BINDING DURING THE WAR 











British Companies Wrote Premiums of 
£781,550 in Germany During 
One Year 





The exact position of the British in- 
surance offices as regards their rein- 
surance treaties with German and 
Austrian offices was defined by tne 
Attorney-General in the House of Com- 
mons. Under the proclamation issued 
a week ago the matter was apparently 
clear, for Clause 5, Sub-section (6), 
said that no insurance company is— 

to make, or enter into any new 
marine, life, fire, or other policy, 
or contract, or insurance with, or 
for the benefit of an enemy; nor to 
accept, or give effect to any in- 
surance of, any risk arising under 
any policy or contract of insurance 

(including reinsurance) made or 

entered into with, or for the benefit 

of, an enemy before the outbreak 
of the war. 

But further on toward the end of 
the proclamation Clause 6 says:— 

Provided always that where an 
enemy has a branch locally situ- 
ated in British, allied, or neutral 
territory, not being neutral terri- 
tory in Europe, transactions by or 
with such branch shall not be 
treated as transactions by or with 
an enemy. 


The Attorney-General said: “I under- 
stand a treaty of insurance to be an 
errangement which may be made wve- 
tween an English company and a 
German company by which premiums 
aud risks and losses may be shared 
as between them on the terms ar- 
ranged during the period of the treaty. 
The peculiarity of such a treaty is, at 
an} rate in most cases, that one of 
the parties to it can bring into the 
common enterprise a new risk without 
consulting the other. Understanding 
a treaty of reinsurance in that sense, 
it is the intention, and I think it 1s 
the effect of the new proclamation, 
that even although the treaty of re- 
insurance had been entered into ope- 
fore the war began, still no preminm 
paid after the outbreak of the war can 
be shared during the war, and no loss 
arising after the outbreak of the war 
can be shared during the war under 
that reinsurance treaty if one of the 


parties is bound by the proclamation 
and the other is an enemy. I think 
that is a clear statement and an ac- 


curate statement.” Proceeding, he re- 
ferred to the provision in the proc!a- 
mation to deal with branches estab- 
lished in this country of enterprises 
whose headquarters are in the enemy 
country, and said “we will shortly 
clear up any doubt on this point, and 
make it clear that so far as insur- 
ance and reinsurance business is con- 
cerned this privilege of continuing bus!- 
ness with a London branch with head- 
quarters in an enemy country is not 
to be understood to apply.” 

This, at any rate, leaves the position in 
no doubt as regards the reinsurance of 
new risks and renewals, and obviously 
creates an immense opportunity for Brit- 
ish reinsurance offices. We believe some 
nineteen German and Austrian offices 
have agencies or branch establishments 
in London. The absurd statement has 
been made that the reinsurance pre- 
miums paid to these concerns amount 
to £20,000,009 per annum, One-tenth 
of this sum is much nearer the mark. 

Meanwhile it is interesting to note 
that the recently published Official 
Year Book gives the 1912 gross pre- 
mium incomes of the British companies 
transacting direct business in Germany 
as follows: 


0 ee £18017 
RE ee ee ree 9,408 
Commercial Union ...... 167,048 
SIU hg i deck kb wc bsg.4 doe 18,894 
Liverpool and London and 

SES Sel ae eee 23,758 
London and Lancashire Fire 19,215 
North British and Mercantile 285,978 
EE CdS y So avers Gea as kd ee 18,477 


5,985 


No 55.5 404 4904S 99940 1,134 
ee er ees 125,834 
oS oe Perry re Tre Tee 12,595 
Royal Exchange ............ 6,642 
DE Btéea ckiaessssksa vase ou 1,294 
pe ee ee ere 1,000 
WED ec cererecteumeaes'e® 04,275 

TE £508 cakadiseenens £781,559 


In other branches of the business 
the British offices have an income ot 
about £5,000. The total premiums 
paid in 1912 for fire insurance protec- 
tion in Germany amounted to £16,- 
152,540. Of this sum, £1,272,987 was 
paid to foreign companies, so tne 
British companies’ share is over 60 per 
cent. of the total received by non- 
German institutions. 





PHONOGRAPH PROTECTION 





Private Fire Apparatus at Plant of the 
Victor Talking Machine Company 
in Camden 





The eight buildings in the plant of 
the Victor Talking Machine Company 
in Camden, being from one to seven 
stories high, and mostly of fireproof con- 
struction, are well guarded against fire. 
The fire protection work is in charge of 
Fire Marshal H. W. Troth, who has 
organized a brigade among the day 
employes. Drills are frequent. The 
brigade frequently assists the city de- 
partment at fires in the vicinity. 
Arrangements are under way to re- 
spond regularly to general alarms and 
to second fires in the principal high 
value district. 

Fire protection consists of a 750-gal- 
lon Underwriters’ steam pump in a 
small engine room in the lumber yard, 
discharging into private mains and 
sprinkler system. A motor-driven cen- 
trifugal service pump, provided with 
hose outlets, can be used as a fire pump 
for a section on Market street, and a 
1,000 gallon service pump in the en- 
gine room can be bypassed into the 
sprinkler system. The fire pump takes 
supply from city mains or river, the 
service pumps from 3 cisterns, with 
capacity of 31,000 gallons, filled from 
artesian wells and city mains. Three 
elevated tanks, total capacity 145,000 
gallons and 5 service tanks, capacity 
60,000 gallons, can supply the sprinklers. 
There are 3 hydrants in lumber yard 
and numerous standpipes in buildings, 
with 8,900 feet of 2 and 2%-inch hose 


connected; 1,500 feet of hose is on 3 
reels. Hooks, axes, ropes, ladders and 
425 portable extinguishers are dis- 
tributed. 





TO ELECT GOVERNORS 


The annual meeting of the Under- 
writers Club of New York will be held 
on October 13 at noon. The following 
have been nominated for the board of 


governors: J. L. Prendergast, for 
term ending 1915; Frederick R. Going, 
James W. McCulloch and Harry Hall, 


for term ending 1916; Charles E. W. 
Chambers, Edward H. Betts and A. 
S. Houghton, for term ending 1917. 








NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN. 
STATEMENT, JANUARY Ist, 1914 





LIABILITIES 
CP ba iScdantacuddckdudnces, coxcccosaed $2,000,000.00 
Reserve for Re-Insurance..................-..-.-+ 8,140,336.00 
Reserve for Outstanding Losses.................- 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
ee re ive dae incnciseeddve sbsecines.ce 350,462.00 
Pe ecco ties sakorbubaccsvucestedaode 4,082,441.00 
EET ee $15,485.762.00 
JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 
Assistant Secretaries 
F. D. LAYTON S. T. MAXWELL Cc. S. LANGDON 
SURPLUS TO POLICYHOLDERS $6,082,441.n90 











SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 


Licensed in Illinois 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 
Chicago Minneapolis 


New York Duluth 








The North River 


Insurance Co. of New York 
INCORPORATED 1822 


Crum & Forster 
NEW YORK 


GENERAL AGENTS 


$14,249,072.19 





Total Assets of all Companies Repre- 
sented by this Office December 31, 1912 











TWO HUNDRED AND FIFTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 











UNITED STATES BRANCH: 
54 Pine Street - New York 


WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


QUEEN 


ius. Co. of America 
YEW YORK. 














ASSETS. 


Mortgage Loans 


Agents Balances 
Interest and Rents due and accrued 





First National Fire Insurance Company 


STATEMENT OF CONDITION JUNE 30th, 1914 


As shown by an examination made by the Insurance Department of the District of Columbia 


Real Datate Ciaiig). «cc cceccecse 


Bonds (Market Value)............ 
Cash in Banks and Office........... 


Be SE SI oo. oo oo ecw mins 


| LIABILITIES. 
..+ $254,500.00 | Outstanding Fire Losses............... $32,869.54 
nea 246,850.00 | Unearned Premium Reserve............ 203,091.15 
ie: 868,797.60 Accrued charges on Real Estate......... 5,208.43 
ey 89,182.43 | All other Liabilities............cc000. 5,311.09 
cnt SCGGeese | Comital Pall Pate... . cc cccscpevcseccs 848,527.50 
es Te Ee SO ee ree ee 37,560.00 
as ES 90 WE ao is a rw 1050.5 Sipe bs Wg ee hh 424,240.86 
es RES RR I PR $1,556,808.57 


Surplus to Policyholders, $1,310,328.36 


WASHINGTON, D. C. 
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NEW JERSEY NOTES 











LA MONTE IS APPOINTED 


ON .FEDERAL .RESERVE .BOARD 








Will Not Affect His Position of Insur- 
ance Commissioner—An Able 
Official 





George L. La Monte, Commissioner 
of Banking and Insurance in New 
Jersey, has been appointed a member 
of the Regional Federal Reserve Board 
of the National Currency System. n- 
surance men have been considerably 
interested to know whether Mr. La 
Monte would resign as Commissioner. 
It is said that he believes that his 
duties on the reserve board will not 
interfere with his duties as comm's- 
sioner. However, he will resign as 
president of the First National Bank 
of Bound Brook. 

Mr. La Monte is the least known 
among insurance men of all the in- 
surance commissioners. He does not 
attend the annual conferences or other 
meetings of the commissioners. He 
also makes fewer rulings than do other 
commissioners. When he does make 
a ruling, however, common _ sense 
guides him. He is regarded by under- 
writers as an able, conservative and 
just insurance department executive 





FIRE PREVENTION DAY 





It’s October 9 in New Jersey— 
Governor Ficlder Issues a 


Proclamation 





Governor Fielder has issued a proc- 
lamation making October 9 Fire Pre- 
vention Day in Jersey. October 9 is 
the anniversary of the Chicago fire, 
and the following States have named 
that day for fire prevention observance: 
Alabama, California, Colorado, Illinois, 
Indiana, Iowa, Kentucky, Louisiana, 
Minnesota, Montana, New York, North 
Carolina, Oklahoma, Oregon, South 
Dakota, Texas, Utub, Vermont and Vir- 
ginia. In Newark the event will be 
made a feature in the schools. The 
mayor of the city will visit one of "ae 
schools and talk te the pupils. Books 
will be distributed containing incidents 
showing how children have prevented 
fires. Captain Gasser, of the Bureau 
of Combustibles, Newark, will have a 
fire prevention exhibit, lasting a week, 
which the public will be urged to see. 

Charles H. Fischer, superintendent 
of the engineering department of the 
rating office in Newark, has been un- 
usually active in the propaganda for 
a fire prevention day and induced Gov- 
ernor Fielder to name October 9 in- 
stead of November 11, which was the 
date last year. 





ROSENBLOOM VS. SELVAGE 

No love is lost between S. J. Rosen- 
bloom, a New York insurance lawyer, 
and Charles Selvage, a Newark ad- 
juster for the assured. When they 
meet in a court rocm or before a ret- 
eree tickets of admission for the spar- 
ring match that follows could be sold 
to special agents. The latest clash be- 
tween the lawyer and the adjuster took 
place in Hoboken on Saturday during 
an examination in the Carlstadt button 
risk loss. This is the case where two 
Hoboken agencies are in discord over 
the binding of insurance. 





TO RATE ELIZABETH AND SUMMIT 

The New Jersey Rating Expert has 
a force of men at Elizabeth, N. J., 
which is being re-rated. Summit, N. J., 
is also to have new rates. 





EXAMINER FOR NEW JERSEY 

The New Jersey Fire has appointed 
William H. Van Derveer, Jr., examiner 
for Southern States. He was formerly 
with the Continental and the Norwich 
Union. 





THIRD AGENCY QUESTION 





Prominent Company Violates Unwritten 
Law in Newark—Said to Have 
Promised Correction 





Newark insurance agents have been 
perturbed over the appointment of a 
third agent in that city by one of the 
leading fire insurance companies. The 
companies have two agents each i 
Newark. 

While there can be no agreement re- 
garding such a limitation there 1s an 
unwritten law to that effect. The spe- 
cial agent of the company in question 
is said to have promised to drop one of 
the agencies, reducing his Newark 
quota to two. 





THE NEW ARLINGTON AGENCY 

The newy incorporated J. V. Dorland 
Co., Arlington, N. J., back of which 
stands Davis, Dorland & Co., represents 
the Aachen & Munich, American of 
Newark; Atlas, Commercial Union, 
Connecticut, Continental, Delaware Un- 
derwriters, Firemen’s, Insurance Com- 
pany of North America, London Assur- 
ance, National Union, New Hampshire, 
Nord-Deutsche, North British & Mer- 
contile of England, and, also, of New 
York; Philadelphia Underwriters, Penn- 
sylvania, Queen, Royal and Royal Ex- 
change. ° 





BASSETT COMING EAST 

Neal Bassett, vice-president of the 
Firemen’s of Newark, who went to the 
Pacific Coast, following the death of 
the Firemen’s general agent, will be 
in Newark next week to attend the 
quarterly meeting of the directors of 
the Company at which time he wil! 
make a report on the Pacific Coast 
situation. 





KAMM !S RETICENT 

Louis Kamm, formerly with L. 
Schlesinger, Inc., Newark, has opened 
an office in the Clinton street “insur- 
ance row,” and it is reported that he 
will handle insurance, as well as real 
estate. Asked regarding his future 
plans Mr. Kamm said he had not made 
up his mind yet. 





DUNHAM V!SITS OFFICE 

President Dunham, of the Firemen’s 
of New Jersey, who broke his ankle 
some weeks ago, appeared at his office 
on Monday for the first time since the 
accident. Although on crutches he was 
in good spirits, and said he simply 
could not remain away any longer, as 
the inactivity was too much for him. 





NO COMMENT IN CAMDEN. 
The Camden daily newspapers print- 
ed a synopsis of the report on that city 
made by engineers of the National 
Board of Fire Underwriters, but up to 
the present time have taken no edito- 
rial notice of it. 





INVESTIGATE LISTER LINE. 
The circumstances regarding the 
placing of the insurance on the Lister 
chemical plant in New Jersey, which 
burned recently, are being investigated 
by the Fire Insurance Society of 
Newark. 





GAS PLANT RATES 
Rates on gas plants, corresponding 
to those adopted by the Ceneral Trac- 
tion and Lighting Bureau, have been 
promulgated by Atlee Brown. 





CATCHUP LOSS IN COURT 
The Hazard catchup loss, Shrews- 
bury, N. J., is in the courts, but only 
three companies have been sued. A 
chattel mortgage has raised a number 
of questions as to liability. 





The Nord-Deutsche has taken over 
the business of the Commercial Fire of 
Washington in Georgia and Florida. 





The Williamsburg City has appointed 
William D. Goff an agent at Providence, 
Rhode Island. 























American 
Capital Stock - . 
Liabilities - 


Net Surplus - - 


Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 








Fire, Tornado and Automobile Insurance 


Chartered in 1846 


Special Reserve Fund - 


P. L. HOADLEY, President 


of Newark 


- $1,000,000.00 
bd 5,452,043.92 
300,000.00 
- 3,252,859.29 


- $10,004,903.21 


Cc. W. Bailey, V. Pres’t. 
A. C. Cyphers, Treas. 


























GOVERNOR FIELDER MEETS INSURANCE MEN 


Col. Frank Taylor, of The Hartford, Entertains With a Clam- 
bake at His Country Estate, Pompton Plains, N. J. 





Colonel Frank Taylor, special agent 
in New Jersey of the Hartford Fire 
Insurance Company, and !ocal agent at 
Hackensack, N. J., was host to one 
hundred special agents and _ public 
officials of Bergen County at his beauti- 


ful estate at Pompton Plains, N. J., 
on Wednesday of last week. ‘he oc- 
casion was honored by Governor 








trying their best to give the public 
competent service in the most econom- 
ical fashion. It was the first time that 
Governor Fielder had praised fire in- 
surance men publicly, and his remarks 
were roundly cheered. Colonel Taylor’s 
house is on the line of the railroad 
and as a special courtesy a train 
stopped at the house, later in the after- 





Left to Right: 
John H 


Fielder, of New Jersey. Among the 
company officials present were John H. 
Stoddart, of the New York Underwrit- 
ers Agency, and Frederick .W. Day, 
assistant manager of the Royal. 

The occasion was officially designat- 


ed as a clambake, the menu also in- 
cluding broiled lobsters and _ fried 
chicken. The guests seated tnemselves 


at long tables on the lawn, the Gov- 
ernor being at the head of the table 
with Messrs. Taylor, Stoddart and Day. 

After the meal was served Mr. Day 
stood on a table and on behalf of the 
guests expressed to Colonel Taylor ap- 
preciation of his hospitality and also 
told the Governor that it was a great 
pleasure for the fire insurance men to 
spend the day with him. 

Governor Fielder then stood on a 
bench and said that he had enjoyed 
every minute of his stay, and he then 
paid a tribute to fire insurance men. 
He believed that they were square, 





Frank Taylor, Governor Fielder, 
. Stoddart. 





Fred W. Day and 


noon, and carried the Governor and 
other guests away. It was a very en- 
joyable occasion, and a fine tribute to 
Colonel Taylor. 

Among the insurance men present 
were C. F. Enderly and Russel] Young, 
New York Underwriters Agency; Fred 
Ackerman, National Union; William 8. 
Naulty, of Jos. M. Byrne & Co.; W. O 
Chapman and W. C. Horton, New Jersey 
Fire; D, H. Collinson, C. H. Ebbets and 
Mr. Ikier, North British & Mercantile; 


Reginald Guile, Sun Insurance office; 
George A. Clarke and H. O Huth, 
Home; A. N. Hamilton, Royal Ex- 
change; Herbert A. Richards, Norwich 
Union; M. B. Jones, Queen; James 
Keeley, Royal; T. J. Langstroth, Con- 
necticut Fire; Mr. McBride, Newark 
Fire; J. R. Banta, Phoenix of London; 
Mr. Peck, Continental: R. A. Osborne, 


Starkweather & Shepley; C. S. Conklin, 
Assurance Company of America. 
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BROKERS ACTIVITIES 








REGAIN LARGE LINE 





Mather & Company Again Placing 
Marine Schedule Carrying 
$1,000,000 Premium 





Mather & Company, of Philadelphia 
and New York, are again placing the 
attractive marine line of the Atlantic 
Gulf and West Indian Steamship line, 
the annual premium upon which is 
understood to be close to a million 
dollars. The business was insured this 
year with the distinct proviso, accord- 
ing to “the street understanding,” that 
only American or British companies 
licensed in this city be patronized; in 
other words unrepresented British or 
Continental offices were not to be recog- 
nized at all. 

The exclusion of the German partici- 


pation in the line, because of the 
closing of the marine exchange at 
Hamburg, resulted in a shortage of 
thirty per cent. in the cover. 


This balance was taken care of by 
one of the great Hartford companies, 
vhich not only possesses extensive net 
carrying facilities, but has a number 
of strong reinsurance connections, 
which enables it to easily assimilate 
very large lines. 

The Atlantic Gulf and West Indian 
line was controlied by the Mather 
office for years, the firm losing it in 
1913, however, to a New York broker. 
In regaining the tusiness the Mather 
people are naturally highly pleased. 

+ * - 


GUNPOWDER LINES 





It is Possible to Place them and Get 
Policies of Considerable 





Size, Too 
On the way to the Frank Taylor 
clambake in New Jersey last week a 


train full of special agents of fire in- 
surance companies gazed out of the 
window when passing the plant of the 
Du Pont powder works and the spe- 
cials waxing facetious, told each 
other how much they would write on 
such a line. It seemed to be the gen- 
eral opinion that such a target risk 
could not get insurance, particularly 
as residents of the neighborhood of this 
powder mill are frequently jarred by 
small explosions at the plant. An in- 
vestigation made by a representative 
of The Eastern Underwriter developed 
the fact that this plant 1s insured and 
that some of the best known conipanies 
are carrying the policies. 

This recalls the experience of Sam- 
uels, Cornwall & Stevens some months 
ago in placing a line on’some smoke- 
less powder stored for the Bethlehem 
Steel Company, in New Jersey. 

It had been found difficult to place 
the line in Philadelphia and a broker 
of that city sent it to Samuels, Corn- 
wall & Stevens, asking them to try 
their luck with the line. It was de- 
sired tc have the insurance—$400,000 
written in several large policies This 
the brokers succeeded in doing, one 
policy being for $100,000, while: there 
were several of $50,000. 

> 7 ” 


Turning te Insurance 

the closing of the New York 
Stock Exchange the majority of the 
brokerage firms have dismissed their 
clerical staffs, retaining only a sufficient 
number to keep track of routine mat- 
ters. Not a few cf the Wall street men 
thus freed have announced their deter- 


With 


mination to enter the insurance brok- 
erage business, as one calling for no 
moneyed investment and promising at- 


tractive returns. That they lack utter- 
ly all knowledge of insurance affairs, 
and wouldn’t know a rating schedule 


if they bumped into it appears not to 
daunt the embryonic brokers, who feel 
that an influential acquaintance is all 
that is required to make a comfortable 
living. This illusion will be dispelled 
by contact with cold truth, and the 


to achieve success in the insurance 
brokerage field calls for ability and 
training the equal of that demanded 
by many of the so-called “learned pro- 
fessions.” 

- * * 


First National 
John A. Lynch, of West New 
Brighton, Staten Island, has been ap- 
pointed New York correspondent for 
the First National Fire !rsurance Com- 
pany of Washington, D. ©. Mr. Lynch, 
acting under instructions from _ the 
home office, will accept lines from New 
York brokers and forward the forms 
to the nearest local agent of the Com- 
pany. Mr. Lynch has had a wide ex- 
perience in the insurance business, 
both as local agent and as examiner 
for the Norwich Union Fire Insurance 
Society, is popular and well-known to 
the brokers. This is a very good move 
as it will enable the First National io 
send some good brokerage business to 
its agents which they could not other- 
wise handle without having their head- 
quarters in New York city. 
* * * 


Appointment 


Parmalee Hat Line 
Newark agents report that everybody 
has now fallen in line with their en- 
dorsements in regard to the Parmalee 
hat manufacturing risk in Newark. This 


is a line of $180,000, formerly con- 
trolled by E. C. Anderson & Co., New 


York, which Newark agents captured. 

A misunderstanding took place over 
the re-rating of the plant when 
sprinklers were installed, the date on 
which the rating became effective being 
one point at issue. 

~ a _ 
New York Central Lines 

Brokers were considerably interested 
this week in a story printed by the 
New York Globe to the effect that the 
New York Central contemplated carry- 
ing its own insurance. William S. 
Langford, insurance manager of the 
New York Central, asked by The East- 
ern Underwriter to comment on this 
rumor said: 

“There is no change in the situation 
here.” 

. . o 

Deal With Non-Admitted Companies 


The following is a list of the agents 
licensed by the Insurance Department 
in 1914 to deal with non-admitted com- 


panies: Benedict & Benedict, Edward 
E. Hall & Co., F. L. Green, Fred 38. 
James & Co., Arthur C. D. Foster, 


Frank & Du Bois, Warren M. Kimball, 
Henry W. Lowe and Weed & Kennedy. 
s e * 


Ballard & Garrett Move. 
Ballard & Garrett, of the Prudential 
Casualty, have moved into larger offices 
at 100 William street. The Company 
is writing all lines, except industrial. 
* * a 


The Continental Casualty Company 


will take up burglary and plate glass 
insurance when it has completed or- 
ganizing its new liability and compen- 


sation department. 


MOTOR CYCLE HAZARD. 
It’s Growing, and Policy Should Permit 
Such Riding if Company 
Be Liable. 

The claim department of the General 
has advised agents against the writing 
of policies on men who ride motor 
cycles. The majority of these accidents 
are serious and on account of the con- 
tinually growing use of the motor 
cycle, a hazardous risk has arisen. In 
fact, the percentage of accidents of 
motor cycle owners is so great that it 
makes it almost imperative that some 
endorsement be attached to policies to 
the effect that indemnities will be re- 
duced in the event of motor cycle ac- 
cidents. 

“We will have to 
agency force to watch this situation 
very closely, and in writing up pros- 
pects, make inquiry if they are motor 
cycle riders,” says the General. 





depend upon our 





erstwhile bankers made to realize that 








“ The Leading Fire Insurance Company of 
America” 






inet) 
German American 
Insurance 
New Pork 
STATEMENT PITAL. 1.1914 
CAPITA 


$2,000,000 


RESERVE FOR ALL oTmeR LIABILITIES 


10, 
NET SURPLUS © 


9.245.855 


ASSET. 


2! 724.918 





CASH CAPITAL - $5,000,0%0.00 
WM. B. CLARK, President 


Vice-Presidents 
HENRY E, REES A. N, WILLIAMS 
Secretary 
lE. J. SLOAN 
ee Secretaries 
Y E. BEARDSLEY 
RALPH B. IVES 


W. F. WHIT TELSEY, Marine Secretary 





E. SALLE 














JOHN G. EWING 


C.J. HI 
Preaens GGINS PATRICK NOUD , W. WELSH 


Vice-Pres. 2nd Vice-Pres. Sec. & Treas. 


THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 
DETROIT, MICH. 


Authorized Capital - - $1,000, 000.00 
Cash Capital paid in - - - 902,650.00 
Surplus to Policyholders - - 1, 174,537.73 


EDWARD BLIVEN, Managing Underwriters 


RELIABLE AGENTS WANTED 
New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indiana, Wisconsin, lowa, Wisconsin 
Philadelphia, Pa. 


Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 


ESTABLISHED 1857 
STATEMENT JANUARY I, 1914 














Eee pivbbehe 440ennnewesen Sos 1,439,399.53 
Liabilities ESE PRED ERT IR SATE a yore 
Surplus ..... bees View: Sm a eiw (cnveeene 859,768.41 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 


J. H. LENEHAN, United States Manager 


Agents Wanted in Peinetens Cities and Towns 








Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








FOR SALE—Fire Insurance Maps of Tennessee, Penn- 
sylvania, Ohio, Illinois, Kentucky and Louisiana at bargain prices. 
For information, address 


Western & Atlantic Fire Insurance Company 
NASHVILLE, TENNESSEE 














JOHN L. DUDLEY, Pres. JOHN E. KING, Vice-Pres. GEORGE E. WOOD, Vice-Pres. 
The John L. Dudley, Jr. Co. 
84 William Street, New York City 
General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 


GENERAL AGENTS SUBURBAN DEPARTMENT: 
Western Assurance, of Canada Sterling Fire, of Indiana 


HEAD SUBURBAN AGENTS: 
Atlas Assurance Co., London; Sun Underwriters, London; Nord-Deutsche, 


Germany; County Fire, Philadelphia 
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RECALLS OLD SALVAGE CORPS CONDITIONS 


T. A. Ralston, Sub-Manager of the Northern of London, Who 
is Celebrating his Twenty-Fifth Year With That Company, 
Guiding Spirit in Purging Corps 











Friends who are this week congratu- 
lating T. A. Ralston, sub-manager of 
the Northern of London, on his twenty- 
fifth anniversary with that Company, 
are recalling some of the notable activi- 
ties of Mr. Ralston im the New York 
field, particularly his remarkable work 
in “cleaning up the salvage corps.” To 
those who are familiar with the pres- 
ent splendid service of the Salvage 
Corps, (fire patrol) its high type of 
personnel and the pride taken in it by 
the street, it seems impossible to im- 
agine that the corps a dozen years ago 
was not only saturated with Tweedism, 
but had such a low morale that many 
New York newspapers referred to the 
patrol contemptuously as “The Forty 
Thieves.” 

In those days property owners did 
not know which they feared more; a 
visit from the fire fiend, or from the 
salvage corps which arrived after the 
fire started. Some of the members of 
the corps regarded a stock of mer- 
chandise as spoils of war, and would 
return from a fire laden down with 
valuable silks and other articles, as 
many as they could carry away not too 
boldly. When a cigar store or a 
saloon burned patrolmen fought among 
themselves for the “spoils.” 

The situation developed a scandal of 
such proportions that the fire insurance 
men decided it must be corrected at 
once. A strong man was needed for 
the job, and the New York Board of 
Fire Underwriters found him in Mr. 
Ralston. As a member of the Board of 
Directors of the old Salvage Corps, and, 
later, as its president, Mr. Ralston, 
with the assistance of others, including 
the present chairman of the fire patrol 
committee, cleaned up the _ situation 
with a master-hand, eradicating all 


members who were dishonest, indo- 
lent, ignorant and incompetent. 
How was the work done? If the 


reader will take a glance at the picture 
accompanying this article, particularly 
noting Mr. Ralston’s jaw, he will read 
an answer to the question. 

Mr. Ralston continued a member of 
the fire patrol committee until its stand- 
ards were completely changed, and un- 
derwriters knew that when the corps 


FIREWORKS PLANT BLOWS UP 





Not insured in Admitted Companies— 
Plate Glass Loss is Heavy, 
However 





If any fire insurance was carried on 
the plant of the Detwiller & Street 
Fireworks Manufacturing Company, 
which blew up in Jersey City, a few 
days ago, it was in unauthorized com- 
panies. No rate on the plant has been 
made by the New Jersey rating office. 
Nine buildings were demolished by this 
explosion, the plant covering fifteen 
acres and being made up of fifty-five 
buildings. There is a considerable 
plate glass loss for the casualty com- 
panies to pay. 

The explosion is believed to have re- 
ulted from friction. It was the duty 
of Christian Pfeiffer, one of the men 
now dead, to rub the composition of 
powder, sulphur and other chemicals 
through the meshes of a sieve. Em- 
ployes of the company say that on 
several occasions his clothing had 
caught fire. 





John J. Coughlin, the famous Chicago 
alderman, and the best known public 
character in that city, has been ap- 
pointed Cook County manager of the 
Columbian Fire of Indianapolis. Oscar 
B. Swanson, of Swanson & Waibel, is 
associated with the agency as under- 
writer. 


there when they arrived continued 
accounted for after they left. His 
growing duties as a member of and 
chairman of the finance committee of 
entered a burning building the stock 





T. A. RALSTON 





the New York Board, made it necessary 
for him to resign from the Salvage 
Corps Service, but he has never lost 
interest in that body and is fre- 
quently called upon for advice regard- 
ing its operation. 

The fire patrol committee of the pres- 
ent day controls both the fire patrol of 
Manhattan and the Salvage Corps of 
Brooklyn. The members are gentle- 
men. The service is doubly effective 
over that of twelve years ago; the 
equipment is motor instead of horse 
drawn; the houses are fireproof. 

Mr. Ralston started his underwriting 
career with the London & Provificial in 
1885, and in 1889 went to the Northern 
as chief clerk. In 1896 he was made 
sub-manager. 


DISCUSS MUTUALS F 





Officers of Companies Discuss Insurance 
Questions at Typothetae Con- 
vention at Waldorf 





The twenty-eighth annual convention 
of the United Typothetae and Franklin 
Clubs of America was held at the 
Waldorf-Astoria this week. On Wednes- 
day afternoon there was a special ses- 
sion devoted to insurance. The follow- 
ing read papers: 

John A. Morgan, president of the 
Printing Trades Mutual Fire Insurance 
Company of Chicago. 

William J. Hartman, president of the 
Ben Franklin Mutual Casualty Company 
of Chicago. 

D. S. Brassil, vice-president of the 
New York Printers and Bookbinders 
Mutual Insurance Company, of New 
York. 

Charles L. Kingsley, vice-president of 
the Graphic Arts Mutual Fire Insurance 
Company of Philadelphia. 





GIVEN SUBURBAN AGENCY 
John G. Simmons, of 95 William 
street, has been appointed general 
agent of the City of New York Insur- 
ance Company for the New York sub- 
urban field, 
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TURN HANOLE TO LEFT 
WORK LIKE A PUMP 










eration. 


FIRE 
EXTINGUISHER 
I instantly ready—easily operated at 

any angle—and always efficient. The 


double-acting pump is good for all time 
—strongly built of the best materials 


Pyrene liquid does not evaporate and 
does not require periodical refilling. 

Leading railroads, traction companies 
and industrial corporations have adopted 
Pyrene Extinguisher to safeguard life 
and property and to secure econo- 
my by preventing delays in op- 


Write nearest office for full 
information 
















Pyrene Manufacturing Co., 1358 Broadway, New York 








Brass and Nickel-plated Pyrene Fire Extinguishers are included in the lists of 
Approved Fire Appliances issued by the National Board of Fire Underwriters 
examined and labeled under the direction of the Unverwriters’ Laboratories 








Queen St., London, W. C 





Distributors for Great Britain and the Continent: The Pyrene Co., 


Aberdeen, S. D. Boston Chicago Duluth Nashville Richmond 
on Bridgeport Cincinnati Fargo, N. D New Orleans St. Louis 

Anderson, S.C. Buffalo Cleveland Jacksonville Oklahoma City St. Paul 

Atlanta Butte Dayton ouisville Philadelphia Salt Lake City 

Baltimore Charlotte, N.C Denver Memphis Phoenix San Antonio 

Birmingham Charlest'n, W.Va. Detroit Milwaukee Pittsburg York, Neb 
PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles, 
Seattle. Distributors for Canada: ay Oatway Fire Alarms, Ltd., Winnipeg, Vancouver, 
Toronto, Ltd., 19-21 Great 










































For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 
HAS A 


Cash Capital - . $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 

Holders - - - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as 
surance of the security of its policy. 


R. EMORY WARFIELD - 


President 
JOSEPH McCORD .- Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec'y 


JAMES W. HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
PE kee webke wade 7,260,197.27 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 

Holders .. -.++ 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 








Charies H. Fischer, superintendent 
of engineering department of the Atlee 
Brown Rating Office in New Jersey, 
has prepared the examination paper 
for the deputy chiefs of the Greater 
New York Fire Department He pre- 
pared a map of the wholesale district 
and based his questions on fire fight- 
would in that 
district in case of a big fire. The ques 
tions constitute the stiffest examina- 
tion that the department has yet known. 


ing problems that arise 


Richard J. Baldwin, head of the 
Pennsylvania fire insurance rate legis- 
lative commission, is the representa- 
tive of several fire insurance companies 
in Media, Pa. He also runs a country 


store in Delaware County, Pa. He has 
been in politics for years. The com- 
mission, by the way, is still holding 


meetings, secret and otherwise. 


COMMERCIAL UNION 
ASSURANCE Co. 


LIMITED, OF LONDON. 





THE LARGEST GENERAL INSURANCE 


COMPANY IN THE WORLD. 


55 JOHN STREET, NEW YORK. 
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NEW AGENTS IN THIS STATE 


THE COMPANIES REPRESENTED 








More Offices Opened in Utica Than in 
Buffalo Last Year—New Direc- 
tory Published 





Not many new insurance offices are 
being opened in New York State, the 
field being pretty well covered now. 
One would think that a city of the 
size of Buffalo, for instance, would have 
a number of new men in the city, but 
a reference to the Surveyor’s Insur- 
ance Directory of the States of New 
York and New Jersey, giving in easily 
readable form a valuable fund of in- 
‘formation, shows that such is not the 
case. A partial list of new offices, 
opened since the 1913 issue of the di- 
rectory referred to, follows, the agen- 
cies represented being included: 

Albion, N. Y. 

R. P. Dunshee & Co.: Agricultural, 
American of Newark; Atlas, Boston; 
Detroit F. & M., Duquesne Underwrit- 
ers, German of West Virginia; Glens 
Falls, Jersey Fire, Law Union & Rock; 
London Assurance; New Hampshire, 
New York Underwriters Agency, North 
British & Mercantile, Norwich Union, 
Old Colony, Orient, Phoenix of London; 


Rochester German, State of Pennsyl- 
vania, Svea. 
Auburn 
A. N. Palmer: Colonial Underwrit- 


ers, Jersey Fire Underwriters, Newark 
Fire. 
Batavia 
Sheriom & Sheriom: 
L. & G., of New York; 
Hartford; Phoenix Assurance, Royal 
Exchange, Springfield F. & M.; Stand- 
ard of New Jersey; Sun, Williams- 
burgh City, Northwestern Mutual. 
Binghamton 
Anderson & Son: 
Munich, American Central, 
German Alliance, Hanover, Hartford, 
Home, L. & L. & G., of New York; Na- 
tional of Hartford; National Union, 
New Hampshire, Niagara, North 
ish & Mercantile, N. Y.; North River, 
Orient, Phoenix Ass., Prov.-Wash., 
Royal Exchange, State of Pa., D. E. 
Shaw: Caledonian American, County, 
Detroit F. & M., United States. 
Buffalo 
Canandaigua 
F. K. Marks: Colonial 
ers, Farmers of York. 
Cortland 
Brown: Aetna, 
Newark; Continental, Franklin, Ger- 
man-American, Hartford, L. & L. & G., 
National of Hartford, Royal, Spring- 
field, Westchester. 
Glens Falls 
John H. Derby, Jr.: American of 
Newark; Atlas, Citizens of Baltimore; 
Firemens of N. J.; Franklin, Glens 
Falls, London & Lancashire, Northern 
of England; Norwich Union; Prussian 
National; Providence-Washington; Re- 
liance, Standard of New Jersey. 
Gloversville 
Hathaway & Lorentz: Niagara-Detroit 
Underwriters; Sun Underwriters, 
United Firemen’s, J. H. Howlin & Co., 
Aachen & Munich, Albany, Caledonian, 
City of New York; Detroit F. & M: 
Detroit-National, Farmers of York; 
Fidelity-Underwriters, German of West 
Virginia; Hamburg-Bremen, Prussian 
National, Rochester-German Underwrit- 
ers, Standard of Connecticut; State of 
Pennsylvania. H. S. F. Randolph: Law 
Union & Rock, Mechanics & Traders, 
Old Colony. 


Hartford, L. & 
National of 


Aachen & 
Continental, 


H. J. 


Underwrit- 


Cc. we American of 


Ithaca 
T. H. Davenport: Albany, Citizens of 
Baltimore; Commerce, German-Ameri- 
can, Balt.; Nationale, People’s National, 
United Firemen’s, First National. B. J. 
Reilly: Alliance, Standard of Connecti- 
cut; Yorkshire. 
Jamestown 
Wells & Potter: German of Peoria, 
German of Pittsburgh, German-Ameri- 
ca, Pittsburgh; Humboldt, Mannheim, 
Michigan Commercial; Millers National; 








Northern of 
National; 


Franklin; 
Northwestern 


National-Ben 

New York; 

Teutonia. 
Niagara Falls 

S. R. Desbecker: National 

Orient. 


Union, 


Oneonta 
Walter Scott: Agricultural, Atlas, 
Boston, Caledonian, Franklin, German- 
American of New York. 
Rochester 
Stevenson-De Mallie Co.: German- 
Alliance; Providence-Washington. 
Tonawanda 
Stanley Rand: Allemannia, Commerce, 
Holland-American. 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








Utica 





Harriet A. Ackroyd: Dubuque F. & 


M.; National Ben Franklin. 

Bradley & Sexton Co.: Aachen & 
Munich; British-America, Caledonian- 
American, Colonial Und., Delaware 
Und., Hartford, Law Union & Rock, 
Palatine, Westchester. 

A. S. Pirnie & Co.: British Under- 


writers; Scottish Union & National. 





HEARING ON TAXATION 





Legislative Committee Listens to 
Grievances of Exempt Firemen 
Who Want Part of Fund 
A despatch to the Newark News 
from Passaic says that Assemblyman 
George H. Dalrymple of Passaic and 
John J. Johnson ot Englewood, mem- 
bers of the joint legislative committee, 
gave a hearing in the District Court 
room on conflicting bills relative to 
the future apportionment of revenue 





[of Liverpool 


THE LEADING FIRE COMPANY 
OF THE WORLD 


England. | 


BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
FIRE 
Head Office - - Toronto, Canada 
United States Branch 


1914 


January 1, 
$1,889,180.99 
727,908.12 
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W. R. BROCK, President 
WwW. B. MEIKLE, Vice-Pres. & Gen. Manager 








derived from a two per cent. tax paid 





by fire insurance companies and de- 
voted in the past to the State Fire- 
men’s Relief Association. The bills 
were introduced at the last session of 
the legislature at the instance of the 
State Exempt Firemen’s Association, 
which is seeking to obtain part of the 
money paid in by the insurance com- 
panies. 

The number and diverse character of 
the bills introduced caused the legis- 
lature to adopt a resolution calling for 
a joint committee to consider the pro- 





1831 ———1914 


THE Potomac INSURANCE CoMPANY 


OF THE DISTRICT OF COLUMBIA 


Pennsylvania, West Virginia, Ohio 


Address HOME OFFICE - - 


(FIRE) 


Agents Wanted in 


and Illinois 


WASHINGTON, D. C. 





posed legislation. Delegates from the 





paid and exempt firemen’s relief as- 
sociations of Paterson and Passaic 
were in attendance. 

Former Postmaster John W. Pollitt 
of Paterson outlined the grievances 
of the Paterson exempts. He said that 
instead of $5, as formerly, the exempts 
were able to pay only $2.50 to indigent 
firemen, and that the $50 yearly pay- 
ments to widows was similarly cut. 
The exempts are asking for a half of 
the two per cent. State tax on foreign 
insurance policies, which now goes to 
the paid men’s associations. Michael 
Ryan, treasurer of the Paid Men’s As- 
sociation of Pat2rson, strenuously ob- 
jected to the plan. 





WM. G. WHILDEN, President 


New Jersey Fire Ins. Co. 


NEWARK, N. J. 


Capital . 
Net Surplus . 


Fire, Tornado, Lightning & Automobile Insurance 
AGENTS WANTED 


GEO. E. LYON, Secretary 


$1,000,000.00 
426,215.23 








Purnell, Conover & Dudley have 
been appointed Cook County agents of 
the Sun Insurance office. 


JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 











THE YORKSHIR 


stablished 


The “YORKSHIRE” is the bn and Strongest of the oe Fire Companies not here- 
tofore represented in the United 
FRANK & DuBOIS, U. 8. Managers 
0. E, LANE, 

New York Life Insurance & Trust Co., 

PACIFIC COAST DEPARTMENT, McClure Kelly, Manager, San Francisco, Cal. 
NORTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, Manager, Greensboro, N. C. 

SOUTHEASTERN DEPARTMENT, Dargan & Hopkins, Managers, Atlanta, Ga. 
Louisiana & Mississippi Department, JAS. B. ROSS, Manager, New Orleans, La. 


Insurance Company, Ltd. 


Assistant Manager, 80 Maiden Lane, New York 


OF YORK, ENGLAND 
1824 


tates 
ERNEST B. BOYD, Underwriting Manager 


U. 8. Trustee, 52 Wall Street 
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ORGANIZED 1848 


bes Ohio’s Oldest and Strongest Company 
Net Surplus Over $1,015,000.00} ! 


EF. K. SCHULTZ 


PHILADELPHIA PITTSBURGH 
General Agent General Agents 
Eastern Pennsylvania, New P 
Jersey and New York Western Pennsylvania 


W. E. HAINES, Secy. 


AN AGENTS COMPANY 


LOGUE BROS. & CO. 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds. 


Head Office for the United States 
57-59 WILLIAM S8ST.,NEW YORK 


Western Department: Pacific Department: 
39 SO. LaSALLE STREET 332 PINE STREET 
Chicago, lil. San Francisco, Calif 











WILL COST $20,000,000 


Annual premiums on New York Com- 
pensation Bureau as Estimated 
by Judge Hasbrouck 


The Compensation Inspection Rating 
Board, of New York, maintained py 
the stock and mutual insurance com- 
panies and the State Fund, al] of which 
contribute to its support, has made 
more than five thousand inspections 

The original premium on plants so 
far inspected approximates $1,500,00) 
and the saving effected is $225,000. 

The total annual premium for com- 
pensation insurance, according to Su- 
perintendent Hasbrouck, to be paid in 
New York State will approximate 
$29,000,000. 

Since New York State adopted the 
merit rating system, other States have 


followed its example. Massachusetts 
and Wisconsin have taken steps to 
establish a system of inspections 


modelled on that of New York, and 
several other States are preparing to 
follow suit. In addition to the inspec- 
tion work, two other projects have 
been inaugurated by the Merit Rating 
Poard, which are to be worked out 
through committees already appointed 
end at work. These have to do with 
the revision of classifications and rates. 
The committees hear complaints from 
representatives of employers’ with 
erievances to report, and adjust rates 
and classification inequalities when 
such are found to exist. 


MEET THIS WEEK. 


Prominent New York Casualty Agents 
to Discuss Interesting Problems 
of Business. 

The New York State Association of 
Casualty Agents will meet this week. 
Major N. E. Turgeon, of Buffalo; A. T. 
Armstrong, of Syracuse; G. T. Amsden, 
of Rochester, and many other promi- 

nent agents will attend. 

One question up for discussion is 
State insurance. The compensation 
situation will be gone over, and there 
will be a comparing of notes. 








GUARANTEES MOTOR COMPANY. 
The Northern of London has ar- 


ranged to guarantee the White Cross 
Insurance Association, Limited, of Lon- 
don, which has inaugurated many of the 
present day features of motor insur- 
ance. 





STUDY SOCIAL INSURANCE 


F. & C’s TIP TO UNDERWRITERS 


European Movement, Spreading to This 
Country, Includes Compulsory 
Sickness Indemnity 


That sickness insurance of some 
kind, with compulsory contribution on 
the part of employers, will be enacted 
into law by many States of the Union 
within the next five years, is the opin- 
ion of many insurance men and of 
such industrial organizations as the 
National Association of Manufacturers. 
In commenting upon this fact the Fi- 
delity & Casualty Company warns un- 
derwriters that they must recognize 
the situation and study up on the sub- 


ject. The Company’s views in part 
follow: 
Old Ignorance of Compensation Cited 


“Fifteen years ago it was self-evident 
to the thinking liability insurance men 
in this country, that workmen’s com- 
pensation insurance was bound to be- 
come an established institution. Un- 
fortunately, such men constituted a very 
small minority or those engaged in the 
business of liability insurance. ‘The 
others closed their eyes, and declined 
to see that social betterment must 
come in this country just as it had in 
Europe. Instead of conducting an edu- 
cational campaign for the enlighten- 
ment of the employers and employes, 
the liability insurance managers as a 
rule permitted the matter to drift along 
to take what course it might. When 
workmen’s compensation insurance did 
come with an overwhelming impetus, 
neither the employers nor the liability 
insurance men were able to direct its 
course. 

“Today, ow many liability insur- 
ance managers have even thought of 
the other branches of social insurance’ 
How many liability insurance company 
managers have considered for a mo- 
ment the effect on workmen’s compen- 
sation insurance when State after State 
takes up the great question of intro- 
ducing sickness insurance, unemploy- 
ment insurance, invalidity and old-age 
pensions? 

Take Warning From Past Experience 

“Instead of leading in the matter of 
studying social insurance, the liability 
insurance managers are drifting along 
as they did fifteen years ago in rela- 
tion to workmen’s compensation insur- 
ance. 

“In every country in Europe the State 
controls in some degree, sickness, un- 
employment, invalidity and old age in- 


surance. Stock insurance compan- 
ies have been absolutely exclud- 
ed everywhere in the plans adopted 


for the three great branches of social 
insurance. 

“The stock insurance companies have 
been permitted in a number of States 
to write workmen’s compensation in- 
surance. In nearly every State where 
stock insurance companies have now 
the privilege of writing workmen's 
compensation insurance there has been 
a decided movement to eliminate them 
entirely. 

“When the great mnovement for the 
remaining branches of social insurance 
is in full swing in this country, will 
the stock liability companies be pre- 
pared to meet the large questions in- 
volved and demonstrate their right to 
do all branches of social insurance?” 





HOFFMAN MONTH. 

R. A. Hoffman, who has the largest 
accident and burglary agency in Mis- 
souri, with a total premium income of 
about $160,000 annually, recently re- 
ceived the compliment of a “Hoffman 
Month,” during which agents and 
brokers in that State made things hum 
in his honor. Mr. Hoffman is general 
agent of the Fidelity & Casualty, and 
he has been with the company twenty- 
five years. 


Bonds of Suretyship 


Casualty Insurance 





FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 

Assets over . . 

The Strongest Surety and Casualty Company 
in the World 

An “F. & D.” Guarantee is the Greatest Pledge 


of Service and Security 


$11,000,000 





Home Office: 








BALTIMORE 
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A Talk About Bonds 


By Richard Deming, Vice-President of 
the American Surety Co. 


The subject—it seems to me—may 


be divided into three general classes: 
1. Fiduciary bonds 
2. Optional Court bonds 
3. Compulsory Court bonds. 
Fiduciary bonds partake somewhat of 


the nature of fidelity bonds—condition- 
ed principally for the integrity of the 
official—and also of the nature of offi- 
cial bonds—conditioned not only for his 
integrity, but for the faithful perform- 


ance of his duties in accordance with 
law, which requires in addition to in- 
tegrity, capacity and sound judgment. 
The liability under such bonds, how- 
ever, does not alone grow out of dis- 
honesty or negligence. If the official 
puts money and securities in a safe 
and burglars blow open the safe and 
steal the contents, he is liable. If he 


deposits in a iinancial institution not 
specified by law to receive the deposits 
of a fiduciary and the institution 
it, he is liable. 

It is because of such responsibility 
on the part of a fiduciary, coupled with 


loses 


the fact that while thoroughly honest 
he may have little or no business 
capacity and utter lack of knowledge 


of the law, that in issuing such bonds 
surety companies generally exact joint 
control with the fiduciary of the assets 
of the estate. It is no reflection upon 
the fiduciary that such joint control is 
insisted upon. He ought to welcome it, 


for thereby he may be saved from 
many embarrassments and loss. 
Fiduciary Bonds 
Bonds coming under this class may 


be divided as follows: 

a. Fiduciary bonds to collect and dis- 
tribute, such, for instance, as adminis- 
trators, executors, guardians ad litem, 
trustees and receivers in bankruptcy, 
assignees and trustees in insolvency, 
receivers of national banks and re- 
ceivers generally. This list is intended 
to include all that class of fiduciary 
bonds where the duty of the fiduciary 
is to collect the estate and distribute 
the same among those entitled to share 
therein. 

b. Fiduciary bonds to preserve and 
invest, such as committees, conserva- 
tors, curators, guardians and trustees. 
This list is intended to include that 
class of fiduciary bonds where the duty 
of the fiduciary is to preserve the estate 
and to invest and reinvest the same, 
and to pay over the income or to do 
any one or more of those things. 

The liability of the surety under the 
first sub-division is, generally speaking, 


somewhat less than that under the sec- 
ond lor the reason that the fiduciary is 
not charged with the responsibility of 
making investments, and, second, be 
cause the term of the trust is generally 
very much shorter. 


Class 2 


Uptional court bonds, such 
as bonds on attachment, for costs, on 
injunction, tor land damages, on re- 


pievin and on arrest. This list includes 


those Classes ol 


court bonds which an 
applicant gives because he chooses to 
apply to the court for relief. 

Class %s—Compulsory court bonds, 
such as, refunding, on appeal, to dis- 
charge trom arrest, to discharge from 
attachment, indemnity to sheriff, dis- 
Charge [rom injunction, to pay judg 
ment, mechanics liens, to disciiar 
from replevin, and _ stipulation 1 
value. This list includes those classes 


of court bonds which an applicant gives 
under compulsion, 
Optional and Compulsory 


It may be seen that the liability to 
the surety by reason of such bonds as 
] term “Optional” is less than under 


those classed as “Compulsory,” but not- 
withstanding this, it will be found that 
underw will be secured 


ar #y51] . 
carelul riters 


against loss On both Optional and Com- 
pulsory bonds by collateral security. 
There are of course exceptional cases, 
where the principal is known to be of 
large responsibility and especially 
when the bond is one which he gives 
because he wishes to cOmmence an 
action and the amount is not large, 
where an indemnity agreement only 
may be considered sufficient. 
Judicial Bonds 

Without going further into the gen- 
eral subject of judicial bonds let mé 
now call your attention to one of the 
bonds included in the list of “Compul- 
sory Court Bonds”—the bond to dis- 


charge attachment—generally in double 


the amount of a plaintiff's claim. I do 
not know of any bond that is s0 
troublesome to a surety, especially in 


the matter of collecting renewal pre- 


*miums, and getting of cancellation evi- 


dence, nor one that has caused agents 
to find so much fault with the under- 


writing officers of their companies for 
not authorizing without full cash 
collateral. 

The plaintiff in an action being un- 
able to obtain service of process upon 


the defendant seeks to recover by 
attaching some property which he finds 
belonging to it. Notwithstanding that 
generally there is merit in the plain- 


tiff’s claim, in whole or in part, the de- 
fendant instead of settling his obliga- 
tions seeks at once to obtain a bond to 
discharge the attachment, leaving his 
property free and clear. If he is in- 
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clined to be unscrupulous and desires 
or intends to defraud his creditors, not 
forgetting the surety, he may now dis- 
pose of the property and leave for 
parts unknown, the plaintitf in the ac- 
tion having no objection since the bond 
has taken the place of the property 
which was attached and is better for 
his purposes in case judgment is ren- 
dered in his favor than the property 
which it released. 

To secure such a bond the defendant 
goes to the agent of some company re- 
cites the fact of the attachment and 
either states there is no merit what- 
ever to the claim or else that he only 
owes a portion of the amount claimed 
by the plaintiff and proposes to litigate 
the whole matter. 

Attitude of Agent 

The agent either thinks that he 
knows what the applicant is worth from 
current reports, or he gets from the 
applicant a financial statement of his 
assets and liabilities, made out en- 
tirely in round figures, and then issues 
the bond, the amount being within the 
limit which the agent is authorized to 
execute. The agent may collect the 
first premium—a trifling sum com- 
pared with the amount of the bond— 
or he may extend credit for that also. 
But however that may be the bond is 
now out and for sometime the agent 
neither hears nor thinks of it. Now it 
may be that later he learns that the 
action has been tried and that the plain- 
tiff has been awarded judgment. One 
of four things now happen. Either the 
defendant pays the judgment and sends 
the agent cancellation evidence, or he 
goes to the agent and tells a hard-luck 
story and asks that he arrange for the 
surety to pay the judgment and take 
his note or notes payable one or two 
years later, or the defendant has ab- 
sconded and the surety is called upon 
by the plaintiff to pay or the defendant 
goes to the agent and states he did not 
have a fair show before the judge and 
jury and that he intends to appeal, and 
of course wants the agent to arrange 
to give the bond on appeal to pay the 





judgment if affirmed. The agent then 
executes the bond on appeal, either be- 
cause of the mistaken idea that upon 
filing such bond on appeal the bond to 
discharge attachment may be cancelled 
or because he believes that even if the 
two bonds are out the surety’s liability 
is not increased by the second, which 
is likely true except for added interest; 
but even if the liability is not increased 
two bonds are now outstanding and the 
client will more than likely refuse to 
pay ‘premium on both and the agent will 
take the same position with his home 
office, and it may be the premium will 
be suspended for one or the other. 
In Case of Appeal 

For the time being the agent again 
forgets these bonds until perhaps a 
year later when the renewal premium 
date is called to his attention or he 
learns of decision on appeal. Again 
one of four things nfay happen. If the 
appeilate court affirms the judgment the 
defendant may pay and furnish neces- 
sary evidence to cancel both bonds, or 
the surety has to pay because the de- 
fendant has made himself execution 
proof, or the defendant may wish to 
further appeal, or it may be that the 
appellate court found for the defendant 
and ordered new trial. In the latter 
case such action would cancel the bond 
on appeal, but the bond to discharge 
attachment is still alive and outstand- 
ing until the complete finish of the 
litigation. Judgment may be obtained 
by the plaintiff again and reversed on 
appeal and the case sent back for re- 
trial and still that bond stays until the 
end with every opportunity to defend- 
ant to make himself execution proof in 
the interim. 

Nor is that all—perhaps after the 
first trial which has resulted in the 
judgment for the plaintiff, but which 
was reversed on appeal, the plaintiff, 
not caring to spend anything further, 
drops the matter—that is does not 
again bring the action to trial. The 
bond is still out and the agent keeps 
sending bills to the defendant for re- 
newal premiums. The defendant tells 


the agent that the plaintiff will never 


bring the case to trial again and there- 
upon insists that the surety cancel the 
bond on its records and make no fur- 
ther charge for premiums. The agent 
asks him to obtain from the -plaintiff 
satisfaction of judgment so as to clear 
the court record, or failing to obtain 
such satisfaction to force a further 
trial of the case. The defendant 
naturally can’t get the first and he does 
not want to do the second for fear 
judgment be brought against him. 
There the thing stands, the bond still 
out, no premium for the company and 
more letters from the home office de- 
manding that the agent get legal can- 
cellation evidence or collect the out- 
standing premiums. All of these 
troubles and possibly loss and expense 
for the agent and his company might 
have been prevented had cash collateral 
been secured before the bond was ex- 
ecuted. 
Collateral 

One more thought and I am through. 
When an agent is told that collateral 
is required if a bond to discharge 
attachment is executed he often replies 
that the applicant is a man of high 
standing in the community, reputed to 
be worth so much, and can obtain a 
loan from such a bank for the amount 
of the bond without an endorser or 
collateral. All of this may be true, but 
are the cases similar? I think not. 
Grant it that the bank would lend the 
applicant the money as stated, would 
it lend it on a note payable in two or 
three years, which is about the average 
life of a bond to discharge attachment. 
No. If the loan were made it would be 
for only 30 or 60 days. 

“Well,” replies the agent, “in the 
bank’s case it gives up actual money, 
while in the surety’s case it is only 
an extension of credit and if the de- 
fendant wins there can be no liability.” 

It is credit, but long time credit, 
longer than is allowed in any other 
business. 

Get collateral! 


CONSIDER SEPARATE BUREAU 
Executive Committee of Internationa| 
Association Meets in New 
York 
Among other important subjects con- 
sidered at a meeting of the executive 
committee of the International Assgo- 
ciation of Casualty and Surety Under. 
writers held in this city yesterday, was 
the formation of a separate bureau for 
dealing with accident and health insur- 
ance affairs. Distinct organizations are 
maintained for handling the burglary, 
plate’ glass, liability and _ surety 
branches of the ;eneral casualty busi- 
ness, and in the opinion of a number 
of managing underwriters the accident 
and health departments should be 

similarly supervised. 








COTTON WAREHOUSE RECEIPTS 
Rates on bonds guaranteeing cotton 
warehouse receipts have been promul- 
gated by the Towner Bureau as follows: 
25 bales or less: 50c per bale per 
year—premium fully earned. 

Over 25 and up to 50 bales; $12.50 
plus 40c per bale over 25—premium 
fully earned. 

Over 50 and up to 100 bales: $22.50 
plus 30c per bale over 50 bales—pre- 
mium fully earned. 

Over 100 bales: 2%c per month on 
any fraction thereof per bale, minimum 
earned premium, $37.50. 

The rate is for bond guaranteeing 
warehouse receipts specified in, or 
attached to, the bond. Not applicable 
to bonds for faithful performance of 
duty by warehousemen or warehouse 
conypanies. 





The committee authorized by the 
Massachusetts legislature at its last 
session to investigate the practices of 
insurance companies and their rates 
with a view to determining whether or 
not any monopoly exists in the insur- 
ance ‘business, and whether rates are 
exorbitant, will consider workmen’s 
compensation at its first sessions. The 
commission will meet twice a week. 





C. A. CRAIG, President 


W, R. WILLS, Vice-Pres. 
The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 











CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 
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WHAT YOU DESIRE IS COMING TO YOU 

No ‘‘ifs’’ ‘‘ands’ 
GREAT EASTERN ULTRAS 

NEW ORDINARY ACCIDENT AND HEALTH 


INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 


’ or ‘‘buts’’ the 








NATIONAL 
CASUALTY 








The NATIONAL of Detroit 


Pioneer of Accident and 
Health Insurance. 


~~ UP-TO-DATE POLICIES. 
ETRois 


Salaried positions for high-class men of experience. 











Your Prospect Wants 


reputation. 


C. A. TIMEWELL, Resident Manager 
123 WILLIAM STREET 





Live agents wanted for unoccupied territory. 


The STANDARD ACCIDENT INs. Co. 


of Detroit, Mich. 


his accident policy in a company with a reputation 
for prompt and fair settlement of claims. 

For 28 years we have been building such a 
Ask our policy holders anywhere. 


NEW YORK CITry 


Write for full particulars of 
Our Latest Policies 


They will get business for any agent. 
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[ Special Talks With Local Agents 




















The great increase in 

Health the writing of health 

Insurance insurance and the tre- 

Opportunities mendous opportunities 

in that line should be 

kept constantly in mind by agents. W. 

Dwight Mead, a general agent of the 

Pacific Mutual, has the following in- 

teresting comments to make in this 
business: 

“T am satisfied that the reason the 
average man who undertakes to write 
either Life or Accident insurance never 
earns to exceed over $2,000 a year is 
the fact that he does not, like an at- 
torney-at-law, give to his profession the 
necessary amount of study that it re- 
quires. As I have often said: ‘The 
busier I am the more time I have to 
see people,’ and I will follow this up by 
saying that the busier I am the more 
time I have to study. There has never 
been a week pass during the past nine 
years that I have not studied my pro- 
fession at least one night, and to give 
two nights a week is a common thing. 
Some one has just made the remark 
that all success is nine parts perspira- 
tion and one part inspiration. The re- 
mark does not fall flat; it is full of 
effervescence; it is true. If the majority 
of personal underwriters in the United 
States who have placed in excess of 
$15,000 on the books were to be asked 
what was the dominant element in their 
success, each one would first reply, 
‘Hard work,’ and second only to this, a 
thorough knowledge of human nature. 
However this is detracting a little bit 
from the subject. 

“Let me discourage one thing in an 
endeavor to secure new business, and 
that is the use of circulars. In the 
first office where I worked in the City 
of Washington, D. C., it was a com- 
mon thing for our manager to send out 
one thousand circulars a week. He 
spent vast amounts of money in cir- 
cularization, but, I do not believe that 
$1,000 in good business—business where 
the loss ratio was low and _ business 
that remained permanently on the 
books—was ever written. The majority 
of men who will answer a circular are, 
to begin with, in some way impaired 
risks. Circularization has a tendency 
to cheapen a meritorious product. All 
kinds of promiscuous advertisements 
are sent through the mails; all kinds of 
oil stocks are advertised through cir- 
culars as well as mining stocks. 

“A reasonable amount of new busi- 
ness can always be written when a 
claim is paid. There are many ways 
of doing this, but there is only one 
good way. If a claim is paid the draft 
should be given to the claimant at once. 
That done, it is a good plan to ask 
him to permit you to carry the draft for 





‘ 


988I dAIZINYDUO 


BQ 


SILMLIS KF 
SO TLE LLU WL hs A 


} 


(ok 2): £0) 8. Fe) 


N/ 


= 
=) 
—s] 
— 
= 
p= 
<< 
m 
2) 
=> 
ie —) 
1 
5 
a> 
> 
=) 
rm 
1 
a 
| ml 
= 
~— 
= 
-o 
= 
= 
>) 
rri 
=> 


+ 
r 
tri 
wa 
Oo 
2) 
A 
tm 
re 
-< 


NISC 


~~ 
a 
a 





a couple of days. In making this re- 
quest I always meet with a hearty re- 
sponse, ‘Glad to let you do it.’ ” 
* * * 
“Fidelity underwriters are 
Stock forever on the watch for 
Brokers’ any sort of speculative ten- 
Liability dency on the part of their 
risks, since it is easy to 
see that the chances of ioss on a 
fidelity bond are vastly increased if the 
person bonded is addicted to specula- 
tion,” says the Fidelity & Casualty 
Bulletin. “In the case of bank defalca- 
tions, for example, it is safe to say that 
a very large proportion—75 or 80 per 
cent. we dare say—of the losses paid 
by surety companies on bank bonds are 
due to the fact that the bank officer 
speculates in stocks, grain, or cotton, 
becomes hopelessly involved, and finally 
appropriates the bank cash in a desper- 
ate effort to extricate himself. 

“A rule of the New York Stock Ex- 
change prohibits members from carry- 
ing a speculative account for a clerk of 
a bank, trust company, or insurance 
company, ‘unless the written consent of 
the employer has been obtained.’ Even 
without such a rule we should suppose 
that brokerage houses would be, and 
we do not doubt that they are, ex- 
tremely careful in opening accounts 
with bank officials and employes. We 
think, indeed, that brokers could prob- 
ably be held liable to an employer, on 
general common-law principles, for 
losses due to speculation by.an em- 
ploye with an employer’s money, in 
cases where the brokers know, or ought 
to know, that the employe is speculat- 
ing with stolen funds. In a recent case, 
for example, involving the question a 
jury returned a verdict for $93,518 for 
a plaintiff bank against defendant 
brokers, holding the brokers liable for 
every dollar that the plaintiff’s cashier 
had stolen from the plaintiff in con- 
ducting his speculations through the de- 
fendants. The evidence was largely 
circumstantial; but it was shown that 
the cashier, though a man of small 
means, had carried at times 5,000 shares 
of stock on margin, and had deposited 
with his brokers about $85,000 and 
other collateral. The jury seems to 
have concluded that the brokers, know- 
ing the speculator to be the cashier of 
a bank, should have satisfied them- 
selves beyond any question that the 
large amount put up by him as margin 
belonged to him and not to the bank.” 





NON-ASSOCIATION RATES 
(Continued from page 1.) 
continuous rows is 2 per cent. added 
to the base minimum rate where four 
dwellings are in a row. On Class A 
risks, dwellings and barns, the annual 
rate on brick structures is 12 cents, 30 
cents for three years; contents, 16 
cents, with 40 cents for 3 years. Frame 
dwellings, 18 cents annually; 45 cents 
for three years; contents, 20 cents 

with 50 cents for the term. 

Class B risks, standard group: Brick 
dwellings, 14 cents annually; 35 cents 
for three years. Contents: 18 cents, 
and 45 cents. Frame dwellings: 20 
cents, 50 cents, with 22 cents and 55 
cents charged for contents. 

Class C risks: Brick, standard roof, 
20 cents, 1 year; 50 cents, 3 years. 
Same charged for contents. Frame 
dwellings, 24 cents; 60 cents. Same 
for contents. 

Class D: Brick dwellings and con- 
tents, 26 cents annual; 65 cents, 3 
years. Frame: 28 cents; 70 cents. 

Upon all of the above an additional 
charge of about 2 cents is made for 
sub-standard groups. 

Protected dwellings, Class A risks, 
brick standard, 20 cents; 24 cents for 
contents. Frame standard roof, 24 
cents; 28 cents for contents. 

Class B brick standard roof, 26 cents; 
contents, 32 cents. Frame, 32 cents; 
contents, 36 cents. 





Georgia Casualty Company 
MACON, GEORGIA 


Ww. E. SMALL President 
A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 








The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


BIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 


SAMUEL APPLETON, United States Manages © <= References on Application 3 


33 ay p Bens . B ~Anng ‘Mass sulle u 20- 29 So “ L asal le st Chi ap, 1s 1 . 


ACENTS WANTED 


GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 
INSURANCE 


a Specialty 





BUSINESS=BUILDERS 


DEVELOPING 


< Fidelity and Surety Bonds, Liability Workmen’s 
& ~ Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 











APPRECIATE THE CO-OPERATION OF THE 


Massachusetts BondingeInsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $2,000,000 Write For Territory 














GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —Teams— Burglary—Workmen’s 
Compensation—Etc., Etc. $3 F 


. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 


BERTENSE “SE civenr POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZo G. BROOKS, Ass’t Bec 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 


CHICAGO Resident Manager 
5S JOHN STREET 


F. W. ‘LAWSON New York 
General Manager 
Liability, Accident, aes 2 sane & Co. 
Burglary, Boiler and t., Boston 





“ Resident Managers 
Credit Insurance New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 


Established 1869. 











THE EASTERN UNDERWRITER 


October 8, 1914. 














jis the foundation upon which to erect a successful business. | 
Brief, liberal, clearly expressed policies, with guaranteed | 
| low cost, are serviceable alike to policy holders and agents. 

1 Specimens of Life, Accident or Health policies cheer- | 
} fully furnished. | 


| For Agencies Address | 
The Columbian National Life Insurance Company | 








ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 











BOSTON, MASS. | 





Prudential Casualty Gn. 


HOME OFFICE 
INDIANAPOLIS 





| 


| Strictly a Casualty Company | 





LINES WRITTEN 


PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 

GE? ERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 

AND INDUSTRIAL ACCIDENT AND HEALTH -- - - BURGLARY 
PLATE GLASS 


AUTOMOBILE - LIABILITY - 











There is Always Room at the Top 











Come with us 
and it won’t be 
so hard to get 
on. 
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Live ones win 
among 


IZZERS 


Oo a 
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Write to 


J. L. BABLER 


Gen’]l Manager Agencies 


International Life 


ST. LOUIS 














AMERICAN CENTRAL LIFE 


Established 1899 


INDIANAPOLIS, INDIANA 








INDIANA’S LARGEST and OLDEST NON-PARTICIPATING 
COMPANY 














HERBERT M. WOOLLEN, President 




















